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Brown-Rogers-Dixson Company of Winston- 
Salem, N. C., one of the country’s leading 
distributors, has been doing business with us 
The following letter 
from Mr. Bradford, General Sales Manager, 
gives three reasons why they push the sale of 
Greenfield Small Tools and why they 


confine their purchases to our line: 


for a great many years. 


with the 


attribute in no small measure our 
the 


sale of lines which you manu 
facture to the excellent cooperation which you 
and your representatives have accorded us, as 
well as the complete information furnished 
We 100% 


fied with our source of supply and the help 


for our salesmen. are satis 








New York: 15 Warren St., 





Good Reasons 


CORPO! 


GREENFIELD, 
Chicago: 611 W 
Canadian Plant: Greenfield Tap & Die Corp. of Canada, Ltd. 


! 


°° 


There are other 
lines of tools on the market, but the quality 
of Greenfield taps and dies, together with the 


organization back of the product, is an incen 


which you have given us. 


tive for us to confine our purchases to your 


company.” 


Distributors and dealers are more interested 
today in volume and lower selling costs than 
ever before. That is why an increasing num- 
ber of leading houses are doing exactly what 
Brown-Rogers-Dixson Company find so ad- 
vantageous. Perhaps it would pay you to 
concentrate your small tool purchases to the 
broad Greenfield line. It’s 


ing thoroughly. 


worth investigat- 
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The SIGMALLOY 222 
SEAT AND DISC 








































*Sigmalloy 222: 
A nickel-copper alloy 


nen improvement—instant 

interest in new ideas—readiness to 
meet new conditions as they arise and 
to anticipate new needs—that is the 
job of a Walworth engineer. The fact 
that he has performed it well and with 
a keen sense of its increasing responsi- 
bility explains why men who really 
know valves are turning more and 
more to Walworth. 


There is scarcely an item in the com- 
plete line of Walworth valves, fittings 
and pipe tools that has not been vitally 
improved in recent years. Changes in 








300 Pounds 
Working Steam 
Pressure 

















design, construction, finish: better 
methods of testing: new materials—all 
these cumulative improvements have 
played their part in keeping the Wal- 
worth line in the position of leadership. 


“ * * 


Among the valves that Walworth 
makes is this 300 lb. Bronze Globe 
Valve, (with a renewable and regrind- 
ing Sigmalloy 222* seat and disc) 
which for strength and sheer ability to 
stand up under severe service con- 
ditions, has built a reputation wherever 
valves are known. 


WALWORTH 


Walworth Company, General Sales Offices: 51 E. 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa.; and Attalla, Ala. 


. . « Distributors in Principal Cities of the World . . . 
Walworth Company Limited, 620 Cathcart St., Montreal, P. Q. 


Walworth International Co., 11 Broadway, New York, Foreign Representative 
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“Lhe House Is BIGGER 
Than the Man” = 


Says HENRY A. MADDOCK, 
of Maddock and Company, Philadelphia 


There are several accounts on our books that 


have been with us for 50 years. 


accounts have remained loyal, not because of 
friendship toward a particular salesman or 
executive, but because we have consistently 
handled goods with a reputation, main- 


tained complete stocks, and given good service 


ECAUSE good salesmen are hard to find, their 
B methods have taken the spotlight in every busi- 

ness magazine in the country. True, they are 
entitled to this position of prominence and authority, 
but it is my opinion that in featuring any salesman’s 
success, the house is too often forgotten. No man ever 
became a big success single handed. He succeeded be- 
cause his house backed him 100%. 


There are two factors which determine any man’s 
volume. The primary factor is himself. The secondary 
When a man begins his selling 
career, he is very apt to forget this secondary factor, 
but the longer he sells, and the greater his volume, the 


tactor—his house. 





These 


more he_ realizes 
the big part which 
his house plays in 
the consummation 
of every sale. 





Whenever a salesman leaves his company and joins a 
competitor, some of his customers follow him. Many 
do not—for after all, the company’s name, its reputa- 
tion, service, and the quality and completeness of its 
stock, are more important to a customer than the man 
who writes up his order. The sooner every salesman 
recognizes the importance of his house, the sooner his 
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volume mounts beyond that of the order taker. 
attitude in no way belittles salesmanship. 


This 


Every mill supply house is like a department store. 
lt represents many manufacturers just as the depart- 
ment store does. Too, it holds its clientele by giving 
service and maintaining large and 
When a man wants a suit of clothes, 
he buys it from the House of Wanamaker or Marshall 
lield or Gimbel, not from any one individual. Which 


again proves that the house is bigger than the man. 


next day delivery 
complete stocks. 


\lso, he goes to the store, its salesman doesn't come to 

him. Whether this happy condition can ever be ap- 

proximated in the mill supply business is a moot subject. 
Last year, we cele- 

brated fiftieth 

anniversary. In look- 


our 


ing over our books, I 
find that we have held 
several accounts for 
the entire length of 
time we have been in 


business. Naturally “i 
in all these years, 
there have been 


changes in our 
sonnel. 


per 
Nevertheless 


these accounts have 
remained loyal, not 
Sovmaid ae While ply to keep the name Maddock 


friendship toward a 
particular salesman or 
executive, but because 
we have consistently 
handled goods with a 
reputation, 
tained complete 
stocks, and_ given 
good service. 

Isn't it 
you 


main- 


that 
the 
com- 


true 
remember 
the 
panies you do business with, yet often forget the par- 
ticular man’s name whom you contact ? 


names of 


This fact in no 
Way minimizes the power of personalities in business, 
for after all, an institution is only as strong as its man- 
power. Friendship, salesmanship, all human contacts 
are of prime importance, but they are powerless with- 
out organization backing. And the salesman, shipping 
executive who realizes this truth will be 
a better salesman, better shipping clerk, or better 
executive. 


Belong 50 years, we have come to hold our sales 
men in very high regard. 


clerk, or 


We look to them for 
Most of these ideas are 
brought to light in our weekly informal sales meet- 
ings. Personally, I believe that the real purpose of 
sales meetings is to rout out complaints. 


ideas as well as volume. 


Every Sat 
urday morning our salesmen come in, and at this 
time I talk to them personally instead of in groups. 
[f there is anything rankling in his mind, he has an 
opportunity to unburden it all instead of allowing it 
Usually all difficulties can be 
satisfactorily ironed out then and there. 


to eather momentum. 





INSTIPUTIONAL 
ADVERTISING 


e aim to have a postal 
card or letter on every 


customer's desk every week sim- 


fresh in his mind. This institu- 
tional form of advertising brings 
very few traceable results, but 
never fails to register our name 


im a customer's consciousness.” 





Today, service has become as important as sales 
manship. In fact, the extent of a distributor's 
service determines his survival in business. Yet only 
a few years ago, Whgn many customers called for their 
own orders, we had no such problems. This was not 
only true in our line but in every other line of business. 
Even with furniture, the customer brought his wheel 
barrow and picked up his own order! But even though 
service has become more and more elaborate each year, 
our selling expense has not increased. Last year, for 
example, it was less than ever, due, of course, to the 
fact that volume increased. 

In the mailing piece which we sent out on our golden- 
anniversary we defined the aim of 
service in this manner. 

purpose is to 


“Our sole 
business render you 
such service in filling your needs, 
that transaction fol- 
lowed by a full measure of satisfac- 
tion and good will. This has been 


the steadfast policy of the House of 


every may be 


PAYS 


Maddock for the past 50 years, and 
upon this anniversary, we all re- 
pledge ourselves to a continuance of 
this business ideal.” 

The problem of service is becom 
ing so acute that it threatens some 
day to defy profits unless a strong 
national association and strong local 

uphold = uniform 
Therefore, the per- 
petuation of the distributor rests in a 
great measure, I believe, upon na- 
tional and local associations. 


associations can 


service charges. 


ET us get back to the department 

+ store analogy. How does the 
department store get business? By 
advertising. We trying the 
same method. We aim to have a 
postal card or letter on every cus- 
tomer’s desk every week simply to keep the name Mad- 
dock fresh in his mind. This institutional form of adver- 
tising brings very few traceable results, but never fails 
to register our name ina customer’s consciousness. 


are 


Each 
mailing piece has some simple sales message: as, for ex- 
ample, the editorial of our anniversary booklet. It read: 

“No man ever became a big success single handed! 
He succeeded through rendering some service to others, 
supported by the co-operation of those in his back- 
ground. Those upon whom our growth and achieve- 
ments have depended, in addition to our many good 
customers, are manufacturers whose integrity has 
placed in our hands products to sell which were good— 
so good that they gave us a reputation for quality. As 
we look back over our experiences, in starting our 
fifty-first year, we are spurred on to greater aims of 
service; and our thoughts of gratitude travel in two 
directions. They go to friends whose needs we 
have been able to supply, and to the manufacturers 
whose products have furnished us with the needed 
things to sell. 


our 


May these contacts grow ever more 
pleasant and mutually beneficial.” 
By always advertising the (Continued on page 0°) 
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We Go the Limit in 
Carrying Complete Stocks 


Our customers have come to take it for granted that we have 
what they want in stock and we seldom disappoint them 


By FRED A, ELLFELDT 


Treasurer and General Manager, Ellfeldt Hardware and Machinist 


Supply Company, 


Kansas City, Missouri 


HEN a firm starts in business there is usually 

a period of experimentation and adjustment 

during which the company determines a defi- 
nite sales policy and selects the lines of material best 
suited to territorial and other conditions. 

My father, A. F. Ellfeldt, founded this house 22 
years ago, after he had spent 20 years in the mill sup- 
ply business in Kansas City. The original stock invoiced 
around $3,500. Today we are capitalized at $120,000 
and carry approximately $80,000 in merchandise. 

We have always specialized in tools and metals and 
have continually tried to strengthen the plan of carrying 
an unusually complete stock of both. 
While our territory does not demand 
such large quantities as some localities, 


the needs are urgent and very much 
diversitied—an odd size of this or that 
wanted in a great hurry to keep ma- 


chinery moving and avoid 


shut-downs. 


expensive 


Our stock of metals, built up to meet 
the above conditions, consists of brass, 
copper, phosphor bronze, aluminum, and 
steel, in all forms—sheet, rod, wire, and 
tube. The rod is interesting because of 
its weight. In brass we have it from 
i; inch to 3 inches 
in diameter. In 


cold-drawn and 
tool steel, we have 
rod from '% inch 
to 6 inches, this br me eet 


Ail tt 
a ee 
. 


largest size weigh- sam be 
gest size weigh tnd a0 =a 


r" 
. 
ing 96 pounds per i 
linear foot. Steel 
and brass tubing is 
carried from % to 
5 inches in di 
ameter. In flat 
steels, cold-drawn 
and tool, we stock 
about 150 sizes of 
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each, with almost as much tool steel as cold-drawn. 

[ cite these figures to show we are thoroughly sold 
on the idea of having the most complete stock possible. 
Some of the not found in stock in much 
larger cities because their customers use very large 
quantities and direct shipments are in order. We must 
have a wide range of styles and sizes to take care of 
small users and all classes of industrials, machine-shops, 
mills, repair shops, and the like. 

This idea of a full stock is carried down to the small- 
est items. Take screws for example, which are shown 
taking up an astonishing area on the sample boards in 
the photograph re- 
produced on_ this 
page. There is a 
sample of every 
screw we have 
listed, up to % inch 
in diameter, and 
from % to 3 inches 
in length, in all 
styles of heads. 
All these screws 
are stocked. 

We find that a 


sizes are 


complete stock is 

an asset in dealing 

with — industrial 
a plants, which often 
metals consists of order materia! 
brass, copper, without inquiring 
phosphor bronze, be: eae ee 
lite nad as to whether it is 


steel in all forms 
—sheet, rod, wire, 
and tube.” 


actually in stock. 
They take it for 
granted that we do 
have it in_ stock. 
To foster this feel- 


Here is a sample : ‘ 
P ing on the part of 


board displaying 


every size and our customers, we 
style of screw insist on our men 
carriéd in stock. 


knowing our stock 
(Turn to page 60) 
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HOW IT SELL Electric 


Here are some bullet- 
proof sales methods 


Used by 
I.C. LAWVER 


Salesman, Geller, Ward, and Hasner 
Company, St. Louis 


explosive, so whenever a prospect uses these combus- 
tible paints on inside work, exhaust equipment must be 
installed in order to satisfy the insurance inspector. 
Of course lacquer is very thin and not much is lost in 
spraying, and while it is not injurious to the operator’s 
lungs, it is highly explosive and therefore can only be 
used under certain conditions. In order to understand 
these conditions, it pays to see the board of fire under- 
writers so you can go to each prospect with a positive 





I. C. Lawver, who is a graduate lawyer as ruling. Then when your prospect says, “Joe, I would 
well as graduate salesman, says: “One sale eer ar eae — any = : = 
: : x certainly like to buy a spray gun from you. I can 
with effort makes another without. : j : pray 8 : 


see its advantages and all that, and I’d like to give 
the business to you, but we'd get in dutch with the 
fire insurance company,” you can explain that you were 
HUNTER who starts out to kill a bear takes talking with the board of fire underwriters, and had 
plenty of ammunition with him. He is prepared 


asked them about the specific conditions in his plant 
to kill, not maim, his prey. And = so with 


and they said everything was okay. 
the salesman who intends to close every spray-gun “Of course,” you add, “you'll need a covered area- 
sale he opens. He equips himself 
with a score of practical argu- 


ments so that he will sell, not TO SELL ELECTRIC SPRAYING EQUIPMENT: 
merely interest, his prospect. : os : : : : 

Se Ais te geal ta aniinneiae alba 1. Study liability and fire-insurance regulations governing the 
rolling up a nice volume on spray spraying of volatile or ex plosive mixtures. 
guns, he will first study liability in- 2. Make friends with your board of fire underwriters. 
surance regulations and fire insur- s 
site iain ‘Cac Cities Ban 3. Never approach a spray gun prospect unless you are sure 
will learn that lead or zine paints that his job 1s adaptable to electric spraying; his plant 1s 
throw off poisonous fumes which adaptable to electric spraying; and the lhabilityand fire insurance 
are highly injurious, and no in inspector will sanction the change and give you a positive 
surance company will grant a la- ruling to that effect. 
bility policy to concerns using —_— ‘ : — . 
them—unless certain specific rules 4. Make friends with a tinner or blow-pipe specialist who will 
and regulations, such asan enclosed build enclosed areaways and install exhaust equipment ata 
areaway with exhaust fans, are reasonable figure. 
mene adhered to, The same 5 : . . 

trictly adhered to, The same hold 5. Build your own prospect file and use it. 
true of fire insurance. Naphtha, ; ; rhe _ / ; . : 
which is the solvent for lacquer, 6. Get your house, or do it yourself, to circularize sign patnt- 
asphalt paints, and all cheaper pig ers and retail furniture stores. 


ment paints, is of course highly mu 
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Spraying Equipment 


with an exhaust fan so 
that all surplus paint will 


Way 





be sucked away, but outside 
of that you are all set to 
do away with the salaries of 
three men by replacing them 
with one electric spray gun 
The slight cost of isolating 
the work will be more than 
saved the very first month. 
And besides reducing your 
labor cost, you will use less 
paint and do a better job, 
as the gun 

and a 


sprays 

more even 
film, as you can readily ap- 
preciate, means a better fin- 
ish, free from runs.” 


more 
evenly, 


N MY own my 
prospect then balks about 


the trouble of 


case, if 


building a 
covered areaway and install- 
ing exhaust equipment, I 
have still another ace in the 
hole. I have made friends 
with a tinner who sells and 
installs exhaust fans at a 
very reasonable price, so if 
the customer is willing, I 
am glad to take this matter 
entirely off his hands. As 
a result of thus meeting and 
blocking every argument at every stage of the game, no 
sales can be lost to prospects whose work and _plant- 
adaptability have carefully been analyzed beforehand. 

By studying liability and fire insurance regulations ; 
making friends with the board of fire underwriters; 
learning all about the prospect’s job and the spraying 
mixture he uses; scientifically analyzing the adaptabili- 
ty of his plant so you can show him just how he can 
change his arrangement to satisfy insurance regula- 
tions, you can average close to 100%, and avoid all 
the difficulties which I first experienced when I set 
out to “corner” the spray-gun business. 

My first sale was made to a foundry. Here the 
guns were used to spray stoking machines. At that 
time I was unaware of the inflexibility of insurance 
regulations. Naturally when the insurance inspector 
came around, he did not mince words. Either the 
policy became void, or the spray guns would have to 
be junked. Of course the guns were not junked. The 
foundry superintendent thought of a much more eco- 
nomical plan. He simply called me up and asked me 
to get those spray guns out of there as fast as I 
could! Since the stoking machines were much too 
heavy to be moved in and out of covered areaways, I 
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I sold this construction company two portable electric spray guns for 
spraying asphalt paint on a concrete chute. 


should never have sold the account in the first place. 


But now I run into no such difficulties because I not 
only study all insurance regulations, but also the adapt- 
ability of my prospect’s plant and work for meeting 
these regulations. 

If the work is sprayed out in the open, such as 
painting small structural iron work or bridges, where 
compressed air apparatus is inconvenient, or where 
the work is of such an intricate or complicated nature 
that it would be difficult to get at with an ordinary 
paint brush, we have no insurance worries. And since 
the electric spray gun has a universal motor running 
on 110 volts alternating current or direct current, the 
only requisite for an outdoor job is electric power. At 
a slight additional cost the gun can be supplied with a 
motor running on 220 volts. 

HERE an expensive oil paint is used, it is much 

cheaper to employ an electric spray gun than a 
compressed air outfit because it has a pressure of only 
25 pounds per square inch instead of 50 pounds or 
more per square inch, and naturally the greater the 
pressure, the heavier the loss of paint. 

The photograph reproduced (Continued on page 58 ) 
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N DISCUSSING the effect 
of the direct-by-mail and 
sales-letter campaign which 
our company has been putting 
on for more than a year, a prom- 


inent Denver plant executive 


Sales Letters Tha 


“By using original material entirely, we preserve the 
personality of our organization and the customer 


feels that he is learning to know us better every time 


said : he reads 071€ of Our sales letters” 


“Jack Johnson's letters are 
read religiously by every man in 
our foreman’s group.” 
That statement is pretty good 
evidence that our sales letters are really going over. I 
make it a point to compose every letter myself and in 
this way I maintain a personal contact with our trade 
which I would be unable to secure in any other way. 
All our letters are sent to individuals and we make 
every one as personal as is humanly possible. Our 
salesmen keep our mailing list 90% up to date, and our 
returns of one or two letters per mailing, we have found 
to be due either to deaths, resignations, or changes of 















“I always find time to call on anyone who wants to see 

me,” says Jack Johnson, ‘‘because selling is just as 

much a matter of maintaining cordial personal con- 

tacts as 1t 1s one of stocking high-quality merchandise. 

We want our customers to feel that we are just as ready 
and willing to adjust a complaint, as we 


are to take a large order.” 


address. Some months we do not have a single return 
from over 2,000 letters. 

This sales letter is practically the only advertising 
that we use, with the exception of envelope stuffers. 
Manufacturers’ stuffers are sent with each letter, and 
we change the stuffer every three letters. We have 
found that this method of advertising yields us more 
direct returns than any other. Souvenirs have not been 
a success with us. The sales letter acts as an introduc- 
tion for our salesmen and breaks down sales resistance. 
We trace our direct returns when our men make their 
calls. Frequently a customer will repeat a humorous 
paragraph in our letter, or mention the fact that he 
enjoyed reading it. Occasionally we receive a com- 
plaint, when for some reason or another, a customer 
has failed to receive his usual copy. 

In circulating our sales letter, we only cover the ter- 

ritory which is actively worked by our sales department, 
unless we get a request from some outside concern that 
it be put on our mailing list. 
We try to make the letter so interesting that the cus- 
tomer will read it through, ab- 
sorbing one salient sales point as 
he reads, in order not to miss 
anything that we have said. We 
can only use our best and most 
effective sales arguments in mak- 
ing that point, because it is use- 
less to say anything in advertising 
that cannot be backed up by 
facts. The customer frequently 
knows or thinks he knows, 4 
great deal about the subject that 
you are discussing, and will not 
swallow anything that is not 
strictly correct. The day has 
passed, when bunk and misrep- 
resentation can be palmed off as 
advertising, and the strength of 
actual facts and truthful repre- 
sentation is only reinforced by 
restatement and repetition. 

I have found that humor in 
sales letters is an attention getter 
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]. FH. JOHNSON i 








President and General Manager, 
Intermountain Belting and Packing Company 
Denver, Colorad: 





NSON 
GENFRAL MANAGE 


The Intermountain Belting and Packing 
Company, Denver, distribute leather 
belting and supplies, soliciting a terri- 


MANUFACTURERS 
LEATHER BELTING, 












NTERMOUNTAIN OAK tory within a radius of one hundred 
miles from Denver. 
1414 WAZEE ST 
June 18, 1929. 
The sales letter acts as an introduction 
for our salesmen and breaks down sales 
resistance. 
I arted this nome contest on Intermcuntain Waterproof Belts as a joke, 
inkin 1e of my ste + have an idea and that I would be 
nat ¢ é sity of payi yu 25 prize m J. S ca, "y 
; sity of paying cut $25 | a and so we make use of it in ours. For 


that is exactly what has happened! example an excerpt from one letter reads 
: been a very successful contest. Wo have had hundreds of entries. as follows: 

“Now that the new year has started, 
we gotta get down to business and make 
some sales. And we don't want any 


PROPELLER 
BELTS 








, Te at ia Ce alibis from prospects like the girl got at 

» if ates driving randa i . . . i 
r th {me and which I have forgotten. the bazaar. She asked a patron, ‘Why 
ie enna ta tes: Voda Stade att don't you buy something at my table?’ 


And the patron replied, ‘Because I only 
buy from homely girls. They have a 
harder time making sales.’ 

“He worked that gag all the way down 








: lg oem the line, got out without spending a cent, 
Sy et GD ee and left a lot of friends behind him. 

tor gee you. I ime, “When it comes to selling belting, 

= Brees ; we're the homeliest bunch of gazabos 





you ever saw. But, oh man what lovely 
Yours for more push behind Propeller, belting we sell. Don’t pass us by when 
you need a belt. Our favorite song is 

ech ator! that old Scotch ditty entitled, ‘Let the 
Rest of the (Continued on page 56) 
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‘Trifles in Your Selling 


Many times an apparently insignificant factor marks 


the difference between getting and losing the order 


By H. H. JOHNSTON 


and Sale 


Manager, The William T. Johnston 


Company, Cincinnati, Ohio 





THINK all 


me that selling merchandise is 


will agree with 

a hard enough job without as- 
suming a flock of additional and 
When a 


man walks in to sell a buyer he 


unnecessary handicaps. 


faces certain natural and expect- 
ed obstacles in the shape of com- 
petition, indifference, lack of de- 
mand, politics and the _ like. 
Therefore, it is important that 
he check up his method 
from start to finish, in order to 
include everything of benefit and 
that have 


sales 


eradicate all 
proved detrimental. 
The tendency of a live sales- 


moves 





man is to put tremendous energy 


into the sales talk and_ strain 





I have found that the warmth of 
a buyer’s greeting has nothing to 
do with his You can- 
not assume that a buyer knows 
you after 
months just because he gives you 
a hearty handshake. Quite likely 
he is covering up his embarrass- 
ment. So I take no chances, but 
make sure that I am identified at 
the beginning. It may sound im- 
probable that many 
would call time and again without 
handing the buyer a card or tell- 
ing their names, but I will cite 
the case of a buyer for a large 
railroad who told me that fully 
25% of the salesmen who call are 
unknown to him, both as to name 


memory, 


several weeks or 





salesmen 








every nerve toward getting an or 
der. This is quite all right if it 
has been preceded by the right kind of preparation and 
approach, otherwise it is usually just wasted breath. 
where all the little and 
commission come in—they are petty enough to be eas- 


Here is errors of omission 
ily forgotten, yet important enough to do a lot of 
damage in the form of lost business. 

In describing and emphasizing the following routine 
faults in selling, due consideration has been given the 
Asa 


matter of fact they occur usually among men who call 


fact that they do not apply to every salesman. 
on a large list of big buyers—buyers who are con- 
This only 
makes it all the more important to watch the little 
things in order not to miss any sales. 


tinually solicited by hundreds of salesmen. 


First, if it is an initial visit, or if there is the slight- 
est doubt, care should be taken that the buyer knows 
exactly who his caller is, and what house he represents. 
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and connection. The salesman 
will breeze in and say cheerfully: 
“Hello, how are you? 
Nothing stirring, eh? 


Need anything in my line? 
Well, bear us in mind.” All the 
while the poor purchasing agent sits there sweating. 
He hasn’t the slightest idea who the fellow is, although 
he usually remembers that he has been there before. 
He should be told, positively, just who the salesman is. 


NOTHER thing often neglected by the salesman is 
making the buyer acquainted with his house. This 

will help him close deals more quickly because the 
place from which the goods are to come is a known 
quantity. Now, it only requires a few words for the 
salesman to make himself known, but selling his house 
to the customer takes much more. It may be an or- 
ganization of great size and dignity and yet be a mys 
tery to most of the buyers, at least so far as service 


and methods are concerned. By talking about his 
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“You cannot assume that a buy- 

er knows you after several weeks 

or months just because he gives 
you a hearty handshake.” 


house, by calling attention to its activities, and by giv- 
ing literature and catalogs to prospects, the salesman 
brings them a better knowledge of his firm. 

I learned long ago that the best of us overlook a bet 
now and then on keeping our goods constantly before 
buyers. It is good business on any salesman’s part to 
keep pounding away until his customers are fairly 
familiar with all the lines sold by his house. This ap- 
plies even to material they are not buying at the time. 
Needs are constantly growing and changing and you 
never know when a prospect will be in the market for 
something you have that has not been mentioned. To 
illustrate, if we took on a new line of wheelbarrows, 
I would see that all of our customers received litera- 
ture, not just the ones I knew used wheelbarrows. 


HE value of giving customers a complete story of 

our goods was brought home to me one time when | 
called on a good account and found he had bought an 
electric drill from a competitor. Of course I asked 
him frankly how it happened that he had not purchased 
it from us. His answer was that he did not know we 
carried them. That was some time ago, but something 
similar is likely to happen even today. In fact, I had 
another later case where an auto headlight factory 
bought a shaper elsewhere, not knowing we had them. 
Personally, these lessons were very valuable because 
they made me cautious to prevent other lost sales 
from the same cause. Sometimes it seems like wasted 
effort to keep telling plant buyers of items in your 
stock for which they apparently have no use. But it 
only takes a few words and a few seconds of time 
here and there, and when it bears fruit the sale is 
usually large enough to constitute a real reward. Make 
it a rule never to assume that the buyer knows your 
whole line. 

The plant buyer has the kind of a job where he can- 
not afford to overlook any good device or material 
which will better conditions and save money for his 
employers. For this reason the giving out of circulars 
and information covering your lines is a pretty sure 
Way to get a chance at every new requirement that 
bobs up. Samples are particularly helpful, as they are 
carefully examined and retained for future reference. 
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Furthermore, I never knew a plant buyer who was not 
glad to look at a new article. For this reason I have 
made every effort to sell our men on the value of 
taking something new on each trip and skillfully at- 
tracting the customer’s attention to it. It has worked 
to the extent that many buyers have got the habit of 
asking: “Well, what’s new this time?” 


IVING customers useful information and _ finding 

J new uses for specialties often brings extra busi- 
ness. As an example, one of our men got up at a week- 
ly sales meeting and told how he had sold a paint- 
spraying outfit to a dry cleaning establishment by 
showing the proprietor how to spray the cleaning fluid 
over the garments. The rest of the boys promptly tried 
it out and the result was 20 sales that otherwise prob- 
ably would not have been made. 

Another routine feature of the sales effort that is 
many times sadly neglected is sticking to business, at 
least to the extent of not getting side-tracked and have 
the sale wither away and be forgotten. It is, of course, 
necessary to be pleasant and speak of other things 
than the matter in hand, but the salesman should never 
lose sight of the main object of his call—to sell the 
customer and get a definite order. 

In this connection a plant buyer told me that a cer- 
tain salesman, not in the mill-supply business, had 
called on him for over six months. He was selling 
oil, and good oil it was, and he put over its quality in 
fine style. But, much as he had talked about oil, he 
had never asked this buyer for an order! “I’m just 
dying to try that oil of his,” concluded the buyer, “but 
I'll be darned if I'll open up until he asks me definitely 


for an order.””. We had a similar case in our firm, a 


at’s new . “¢ just the 
m this time? We" “gadget you 
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“TI have made every effort to sell 
our men on the value of taking 
something new on each trip.” 


fine chap named Hiram. He seemed to have every- 
thing a salesman should have, but somehow did not 
turn in the right amount of business. 

Knowing that Hiram was a good boy I felt there 
must be some special reason for his falling short in 
business. An investigation confirmed this guess. Sev- 
eral customers gave practically the same reason, but 
the last one expressed it the best. “Hiram is a fine 
fellow,” said this buyer, “but when he comes in here 
he talks all the way through (Continued on page 60) 
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| )iSTRIBUTOR 


FOR THE 
\Janufacturer 


When a manufacturer sells through distributors, he 


is relieved of many of the problems of distribution. 


Thus, he is left free to devote his time to production 


and its various problems 


By ‘PHEODORE N. BECKMAN, Ph. D. 


Profe 


N ADDITION to the other important 
which the industrial distributor serves his manufac- 


ways in 


turers, the following functions must not be over- 
looked. These services are, obviously, of varying sig- 
nificance to different manufacturers, depending upon 
their size, type of product, and other factors. 
\Vithout facilities would 
part of the time when the demand for their products 1s 


storage factories operate 
slack and run overtime during periods of brisk current 
They would be producing only what could be 
Such a condition would in 


demand. 
disposed of immediately. 
deed be uneconomical, even unthinkable. Consequently, 
the manufacturer faces two alternatives. He can store 
his finished products himself in his own warehouses 
until demanded by the consumer, or he can let the dis- 
tributor perform that function. 

Both from an individual and social point of view, it 
for the distributor to 

His warehouse may 


appears to be more economical 


perform the function of storage. 
be likened to a reservoir into which products of a num 


ber 


1 manufacturers are constantly flowing and from 
which they 


his storage space is likely to be used to greater advan- 


are flowing out to the trade. In this way. 
tage and more regularly as well as more nearly to 
capacity. Even though he may handle seasonal goods, 
chances are that the seasons for the different types of 

l They 


goods stocked will not exactly coincide. 
overlap somewhat, but more often they will be stag 


may 


+4 





or of Marketing 


Ohio State University 


He is thus able to rotate stocks of seasonable 
goods and to utilize his space constantly and with rela- 
tively httle waste. 

On the other hand, take the case of a manufacturer. 
In every line of industry seasonal or other periodic 
fluctuations may be found. During the peak of pro- 
duction, or when goods are being accumulated prelimi- 
nary to the opening up of business, the manufacturer 
would have need for a large amount of storage space, 
labor and equipment incident to the storing of goods. 
During periods of slack production, however, or when 
the demand is so brisk that the goods move out of the 


gered. 


factory as fast as they are being finished, the storage 
facilities would remain idle or certainly much of it 
would be wasted. Of course, sometimes it is possible 
to prevent such waste by utilizing public warehouses to 
many other in- 
stances, this is impractical or impossible. The distribu- 
tor therefore seems to be one of the logical agencies 
for the performance of this function of storage, being 
in a very good position to maintain a proper balance 
between the intake and outgo to and from his ware- 


take care of storage peak loads. In 


houses. 

Another service that is closely allied to the one just 
discussed is that of aiding in stabilizing production of 
the manufacturers whose goods are handled by distribu- 
tors. The distributor generally carries stocks from the 
time when production is completed until they are 
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appears to be more economical for the distributor 
perform the function of storage.” 


It behooves him, therefore, 
to anticipate and forecast the demand intelligently, so 
that he may place his orders considerably in advance 


needed by the consumers. 


of actual need. This gives the manufacturer an oppor- 
tunity to operate his plant according to schedule. His 
production, thus, precedes actual demand instead of 
following it, enabling him thereby to effect certain 
economies which are then passed on in the form of 
lower prices. 

Both of the foregoing services result in a reduction 
of risk to the manufacturer. They take care of risks 
due to unfavorable fluctuations in prices and to deteri- 
oration of goods while they are being stored. There is 
also the possibility of reducing risk due to overproduc- 
tion, inasmuch as the manufacturer is given orders in 
advance which should enable him to plan his output 
accordingly. In this way the manufacturer is left free 
to devote his time to production and the various prob- 
lems incident thereto. 

Financial assistance, also, is sometimes given to man- 
ufacturers who are in need of it, especially to the large 
number of small producers. Sometimes funds may be 
advanced as a standing loan at the beginning of the 
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“Both from an individual and social point of view, it 
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production season, giving the manufacturer an oppor 
tunity to operate more efficiently than when cramped 
for money. More oiten are manufacturers being aided 
financially by the fact that distributors generally take 
advantage of cash discounts or else pay their bills with 
greater promptness and regularity than can be expected 
from many of the small or average-sized consumers. 
Certainly, a greater amount of financial help is given 
to the manufacturer when the distributor buys the 
goods long in advance of the opening of the selling 
season. In these various ways, inventories of finished 
goods are quickly converted into cash, enabling the 
manufacturer to operate on less capital and to obtain 
a higher capital turnover. 

Distributors usually buy in large quantities. A few 
large shipments are made by the manufacturer in the 
place of numerous small shipments to consumers. 
There are thus effected savings in the packing depart- 
ment, in the traffic or shipping department, and in the 
billing department. All of these economies, while small 
individually, mount to considerable figures in the aggre- 
gate and deserve the attention which they usually re- 
ceive from progressive producers throughout the land. 
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In INDUSTRIAL DISTRIBUTION 


CHARLES E. ALLINGER* 


Secretary-Treasurer, The Charles A Strelinger Company, 


Detroit, Michigan 





HIRTY-FOUR 


the mill supply business, 


years in 


during which time he has 
practically 
office-boy to 


held 


from 


every position 
secretary- 
treasurer, has given Charles E. 
Allinger a thorough knowledge 


of industrial distribution. ful business, 


Ile was born in Cincinnati on 


October 29, 1877, the son of a acter, vision, 
He attended 
grade schools in Cincinnati and 
Marion, Ohio, Pittsburgh and 
Detroit. His schooling ended 
rather abruptly when he was in 
his last year at Detroit Central 
High School. 
tribute to his long and success- 


ful business career in Detroit, 


\ethodist minister. 


However, as a 





““TN ORDER to be successful,’’ 
says Mr. Allinger, ‘“you must 

be a real pacemaker, and give 
the best there is in you. It 
follows that to have a success- 
there must be 
men within it who have char- 
knowledge, pa- 
tience, deal honestly, sell qual- 
ity, and give true service. In 
the busy hum-drum of today, 
when business is moving faster 
and faster, no man can pause 
and rest upon his laurels. 
must keep on going ahead.’’ 


has the letter offering him the 
job. He made the decision after 
due consideration and a consul- 
tation with his father. As fate 
would have it, the bank failed 
some time later and the whole- 
sale grocery went out of busi- 
ness, a coincidence stated by Mr. 
Allinger without any claim to 
second sight. 

“Charlie,” as he is known to 
his many friends in the industry, 
has always been active in the af- 
fairs of the National Supply and 
Machinery Distributors’ Associ- 
ation. A mill supply convention 
without him just wouldn’t seem 
right. He takes active part in 


He 








Mr. Allinger was graduated with 
the 1926 class of that institution, with full honors. 

His boyhood hobbies were photography and stamp 
collecting. In 1888 he was the proud possessor of one 
of the cameras distributed by the Youth’s Companion. 
Both these hobbies are with him today, but he has grad- 
uated to moving pictures in place of the old snapshots, 
while his stamps include many rare spe¢imens. 

In 1895 Mr. Allinger’s father accepted a call which 
necessitated his leaving Detroit. Charles, 18 years old 
and thoroughly sold on the city of Detroit, elected to 
remain and seek his fortune there. So he sat down on 
a Wednesday and wrote three applications for work— 
one to a bank, one to a wholesale grocery house, and 
the third to a machinery and tool establishment, which 
happened to be The Charles A. Strelinger Company. 

Two days later, on Friday, he received replies from 
all three houses. The bank offered him twenty dollars 
a month. The grocery firm proposed that he work 
six months for nothing, then, if he made good, his pay 
would begin at four dollars per week. The Charles 
A. Strelinger Company bid three dollars a week, and 
he accepted this offer purely and simply because he be- 
lieved this business offered a better future. He still 
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discussions and always has a 
worth-while message. Conven- 
tionites will remember in particular the splendid job he 
turned in as chairman of the entertainment committee 
on the Noronic cruise in 1927. He is at present a mem- 
ber of the executive committee of the National Associ- 
ation. 

While most of Mr. Allinger’s time is taken up by his 
duties with The Charles A. Strelinger Company, he is 
also interested in many other businesses. He has found 
time as well to act as chairman of the Michigan State 
Young Men's Christian Association for the past five 
years. In addition he is trustee of the following insti- 
tutions: Bethseda Hospital of Cincinnati; Baldwin- 
Wallace College, Berea, Ohio; Nast Theological Sem- 
inary, Berea, and the Orphan Home of Berea. 

Among his clubs, Mr. Allinger numbers the Detroit 
Athletic Club, Detroit Boat Club, Detroit Golf Club, 
Bloomfield Hills Golf and Country Club, Grosse Isle 
Golf and Country Club, and the Shopac Outing and 
Fishing Club. He is also a member of the Board of 
Commerce. 

On September 12, 1900, Mr. Allinger married Miss 
Emma Benke, with whom — (Continued on page 87) 
*The thirteenth of a series of sketches of prominent Mill Sup- 
ply distributors. 
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When Selling 


Left: A large stock of pipe is a 
strong selling argument for any 
distributor. Emphasize the fact 
that your pipe stock is complete 
in all sizes commonly used, and 
is carried in quantities large 
enough to supply unusual de- 
mands. Don’t forget to sell the 
service of your pipe-cutting and 
threading shop either, because 
many orders hinge on delivery of 
cut and threaded pipe. 

















Right: There are several different types 
of good pipe hangers and supports on 
the market. These are usually adjustable 
and allow for expansion and contraction 
of the pipe without distortion of the 
hanger. 


Left: Most customers want to 
know what they will receive when 
they send in an unspecified order 
for mixed sizes of fittings. The 
trade name of a good manufac- 
turer on a standard stock, plus a 
wide assortment of common sizes, 
are essential to a healthy fitting 
business. 
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PIPES Se// Him 


Whenever a large pipe and fitting order is 
placed, a valve order should follow. Dem- 
onstrate the ease of operation and quality 
of workmanship of the valves you carry. 


Steam or hot water pipes should 
always be well insulated to pre- 
vent unnecessary waste from heat 
losses by radiation. Sell pipe cov- 
ering as insurance against unnec- 
essary coal consumption. 
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A Regular 
Monthly Feature 
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Sell Him Something More 


SI 





Pipe joint compound should be selected for use on 

screwed joints. This item is frequently overlooked, 7 

but no screwed piping job can go together without it. 
To overlook it may cause an expensive delay. 





There are several different types of pipe cut- 
ters available, but some effort should be made 
to sell these as well as other pipe tools, when 
an opportunity is presented. Stocks and dies, 
pipe vises, and even portable pipe-cutting and 
threading machines should be discussed. 





Pipe wrenches are frequently 
carried off from _ industrial 
plants, or are mislaid where 
they are not readily available. 
It is easier to do a little job 
with a big wrench than a big 
job with a little wrench. See 
that your customer has large 
wrenches as well as small ones. 
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Penbert 
Quality 


Penberthy Quality is not one of those things that have to be 
taken more or less on faith. 






It is a positive factor demonstrated daily by Penberthy Prod- 
ucts in efficient boiler and engine room service. It is the chief 
reason for the large volume of repeat orders for Penberthy 
Products and the basis for the flow of business to the supply 
houses that handle them. 








Penberthy Products are sold exclusively through the job- 
bing trade. 


PENBERTHY INJECTOR COMPANY 


SIPS DETROIT TAREE 
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The Mail That Comes to Your Desk 


“"T NEVER let anything pass off my desk 
without first reading it,” said the buyer 
for a mill-supply house recently. And 

that buyer, incidentally, has built up a store- 

house of information that is invaluable to 
him. 

While the busy executive whose desk is 
piled high each day with mail of every de- 
scription cannot be expected to peruse every 
piece of literature word for word, he prob- 
ably will be only doing himself and his busi- 
ness justice to give each letter or circular 
enough attention to determine just what it 
has to do with. Then, if he is rushed at the 
time and yet wants to go more thoroughly 
into certain pieces, he can set them aside to 
receive further attention when he is more at 
leisure. 

There is a lot of useless bunk that comes 
through the mail to every desk, but a lot of 
good stuff comes that way, too. Be careful 
to separate the chaff from the wheat before 
filling up the waste basket. 


a) a) 4 


Make Your Catalog Build Customer- 
Confidence 


E DO not allow anything to go into 
our catalog which we do not stock 
without stating under the item that 
shipment is made from the factory rather 
than our warehouse,” writes Paul J. Hagerty, 
vice-president, Hagerty Brothers Company, 
Peoria, Illinois. 


Ts 


Mr. Hagerty has had considerable expe- 
rience in buying and he has found it mighty 
discouraging to send orders to companies 
according to their catalogs and then have 
them say they are unable to fill the orders 
from stock. Hence his company’s plan of 
telling customers frankly in its catalog 


whether or not the items listed are carried 
in stock. 

Thus, when a customer orders from the 
Hagerty catalog, he knows immediately 
whether or not he can expect prompt ship- 
ment from the company’s warehouse. 

This policy of Hagerty’s, it seems to us, 
is a good one. Why list a lot of items in 
your catalog which you never carry in stock, 
unless you state specifically that you do not 
do so? Why lead your customers and pros- 
pects to believe that your stock is larger and 
more complete than it really is? 

Whatever favorable impression your com- 
plete catalog may make when it reaches the 
buyer’s desk is lost when he orders from it 
fully expecting prompt delivery from stock 
only to find that he has to wait for his order 
to be shipped direct from the manufacturer. 

Make it easy for your customers to buy 
from you. Keep your catalog up-to-date and 
authentic so that buyers can depend upon 
the information they get out of it. 

Hagerty Brothers Company has found 
that such a policy goes a long way towards 
building customer confidence. And custom- 
er confidence after all, is absolutely essential 
to the successful conduct of any business. 


* * 4 


Products Sold by Distributors Are 
Doubly Guaranteed 


“ ANYTHING you buy of us is right or 
we'll make it right,” says the Fulton 
Supply Company, Atlanta, Georgia, 

in its monthly magazine, Fulton Facts. 

The Fulton Supply Company stands be- 
hind the products it sells. Therefore its 
customers have a double guarantee that mer- 
chandise purchased from Fulton will stand 
the gaff—that of the manufacturer and that 
of the Fulton Company. 

This, of course, is true with all worthwhile 
distributors. They are staking their reputa- 
tions on the merchandise they handle. When 
anything goes wrong with a product pur- 
chased from the distributor, a customer can 
feel pretty sure that it will be made right. 
For, he has not only the manufacturer to 
turn to, but also the distributor. Frequently 
the manufacturer will make good, but if he 
doesn’t, the distributor will. 

It is usually a whole lot easier for the cus- 
tomer to get an adjustment through his local 
distributor than direct from the manufac- 
turer, too, for he can contact the distributor 


———— 
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personally. On the other hand, when seek- 
ing an adjustment direct from the manufac- 
turer, it is generally necessary to negotiate 
by mail. Obviously, you can get better re- 
sults by personal contact than by mail. 

It is important to the consumer that he 
be able to get adjustments through quickly 
and satisfactorily. He can do this if he buys 
from his local distributor. 


Distributors ought to capitalize on the fact 
that products sold by them are doubly guar- 
anteed. They should bring it to the atten- 
tion of customers and prospects in every 
possible way. 


Some distributors, of course, are selling 
their customers the “double guarantee” idea 
and its obvious advantage in securing prompt, 
satisfactory adjustments. Fulton Supply is 
an example. 


But how much more effective it would be 
if all distributors would start hammering 
home this truth in unison—how much quick- 
er consumers would come to realize that it 
really does pay to patronize their local dis- 
tributors! 





On Selling Spraying Equipment 
ISTRIBUTORS who are handling 


or contemplating handling spraying 

equipment will find much to interest 
them in the article, “How I Sell Electric 
Spraying Equipment,” by I. C. Lawver, 
salesman, Geller, Ward, and Hasner Com- 
pany, St. Louis, which appears elsewhere 
in this issue. 

Mr. Lawver, who has had a world of ex- 
perience, and incidentally a world of success, 
in selling spraying equipment, is very gener- 
ous with his sales ideas which have been 
instrumental in getting business. 

For example, Lawver points out how es- 
sential it is, in selling this kind of equipment, 
to study insurance regulations and the adapt- 
ability of the prospect’s plant and work for 
meeting these regulations. 

And then, too, he indicates those indus- 
tries he has found to be the most likely 
prospects and tells how, in his opinion, they 
can best be sold. 

The article is just teeming with sales tips. 
Turn to it now and read it carefully. 


Publisher’s Announcement 


AST April when Mitt Suppiies was 
acquired by the present owners, the 
Mii Suppty Buyers’ GuIDE was in- 

cluded in the purchase. This book had been 
published for 23 years consecutively as a 
directory of manufacturers and their lines, 
for use of the supply house buyer, and it had 
performed a useful service. 

Before deciding upon definite plans for the 
future of this publication, however, a com- 
prehensive and exhaustive survey was con- 
ducted to determine what the needs of the 
distributor were for buying information, and 
how we could best meet those needs. This 
survey took members of our staff into 175 
mill supply houses in 32 representative trade 
centers, and interviews with these distribu- 
tors disclosed an amazing unanimity of agree- 
ment on the value and importance of adding 
condensed catalog exhibits of manufacturers’ 
lines and a separate trade name section to 
the present directory. 


Consequently, a publication conforming 
exactly to these specifications, to appear 
under the name, Mitt Suppiies Catatoc €& 
Dmrectory, will be published in 1930. It 
will make its appearance on or about March 
15, and every mill supply house in the coun- 
try will then be provided with a book con- 
taining not only directory references on 
manufacturers, their addresses, products and 
trade names in conveniently arranged sec- 
tions, but a condensed catalog of many 
manufacturers’ lines, containing complete 
buying information on them. 

No effort will be spared to make the Mii 
Suppiies Catatoc & Directory as accu- 
rate and complete as is humanly possible. 
When finished, it should be the finest and 
handiest compendium of buying information 
the distributor has ever had, and as publisher 
of Mixx Supputes I am pleased to offer it as 
a new and valuable service to the field of 
industrial distribution. 


[_ Chita ho 


Publisher 
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[t seems that each of the businesses 


John Smith tricd on the side has been very good 


to the people who stayed with it on full time” 


Says Bruce Barton 


HIS is the business record of John 
Smith, who is now forty-one. 


He started work on a newspaper, and 
while he was there, he pieced out his income 
by selling real-estate. Then he transferred 
into the bond business and sold insurance on 
the side. 


He is now selling wall-paper, which, ac- 
cording to him, is such a poor job that he has 
to carry samples of floor-wax and a patent 
attachment for radiators in order to keep 


going. 


John is honest and hard-working. His 
complaint about the meager returns which 
the business world has given him caused a 
friend of mine to make an investigation. It 
revealed the following facts: 


One of the men who started on the news- 
paper with John Smith is now part owner of 
the paper and has an income of more than 
twenty-five thousand dollars a year. 


Real-estate has steadily advanced in the 
city where John Smith played with real-es- 
tate as a side-line, and a number of real- 
estaters, no older or smarter than John, are 
now very well-to-do. 


Both the insurance business and the bond 
business have prospered in John’s old town, 
providing automobiles and _ comfortable 
homes for several men who were formerly 
his colleagues. 


As for wall-paper, I myself happened to be 


© McClure News 


which 








Harris & Ewing 





riding with the sales manager of a _ wall- 
paper company a few days after hearing 
John’s story. 


“T understand your business is a poor busi- 
ness,’ [ said. “Does anybody ever make a 
really good thing out of it?” 


Said he: “Old Adrian Meeker is the best 
answer to that. He worked for us as a sales- 
man for twenty years. Hard territory his 
was, too. The other day he retired with one 
hundred and fifty thousand dollars and took 
his family out to California.” 


So it seems that each of the businesses 
which John Smith tried on the side has been 
very good to the people who stayed with it 
on full time. 


J. C. Penney told me the other day about 
a young man who might have been one of his 
first partners. The young man played the 
trombone and was compelled to leave the 
store early every night because he made five 
dollars a week by tooting his horn in an or- 
chestra. He is still tending store in the day- 
time and tooting at night. Mr. Penney is the 
head of more than eight hundred stores. 





HERE are men who have made fortunes 

by running bootblack stands, by buying 
junk from automobile factories, and even by 
contracting with a city to collect its garbage. 
Almost any business seems to be a good 
business if a man gives it all he’s got. 


But the side-line is the slide-line. 





paper Syndicate 
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Use This Window Display To 


lo Your Store. . 


A window display of the 

HACK SAW—the new SIMONDS Batinstine 
blade, which is going over so strongly, will 
help you sell more of these high-grade blades. 
It makes an attractive, colorful display with 
the brilliant » blades and attractive 


Draw More Hack Saw Buyers 





cards (also in color). It lends itself to va- 
rious background arrangements. 


We'll gladly furnish the display cards to go 
with the blades from your stock. Make your 
own background to correspond. Write us 
about this. 


SIMONDS SAW AND STEEL COMPANY 
“‘The Hack Saw Makers’’ 
ESTABLISHED 1832—FITCHBURG, MASS 


Chicago, IIl. 
Boston, Mass. 
Detroit, Mich. 
New York City 
New Orleans, La. 


Lockport, N. Y. 
Memphis, Tenn. 
Atlanta, Ga. 
London, England 











Portland, Ore. 

San Francisco, Cal. 
Los Angeles, Cal. 
Seattle, Wash. 


Montreal, Que. 
Toronto, Ont. 
Vancouver, B. C. 
St. John, N. B. 


MONDS 


CK SAWS 
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Dealet, PRorits 


from Customer 


PREFERENCE 


S l sell the lines their cus- 
OUP SDAaLlLeSMeEMN tomers prefer, with the 
least effort. And industrial buyers have good reasons for 
preferring MILWAUKEE Brushes. Look at any Mil- 
waukee Brush; no matter whether it is a humble floor 
broom, or a special power operated wire brush with only 
one application, you will quickly see its superior quality. 
Every brush in the MILWAUKEE CATALOG is built 
of the best materials for its particular purpose, and put 
together in the way that gives lasting satisfaction. You 
will be giving your salesmen one of the finest opportu- 
nities for steady profit, and their customers consistent 
satisfaction, when you carry MILWAUKEE Brushes. 


THE MILWAUKEE BRUSH MEG. CO. 
764-790 30th Street Milwaukee, Wis. 











Means “Brush Excellence’’ 





Sales Letters That Bring 


Results 
(Continued from page 41) 
World Go Buy,’ and we _ want 
you to be one of the buyers. 


“And that’s all I have to say this 
trip. I’m like the young man who 
brought a flapper home from a party 
at six in the morning. The flapper’s 
pap was waiting at the door, and he 
sez, ‘Young man, what do you mean 
by bringing my daughter in at this 
hour?’ To which the flaming youth 
replies, ‘Well, I gotta be at work by 
seven.” ” 

While we try to get some humor 
into our letters which go out each 
month, there is, of course, always a 
sales tie-up. This letter idea is one of 
the best ways of keeping our name 
before our customers that I know of. 
We do not make use of any of the 
suggested material for direct-by- 
mail sales letters, prepared by manu- 
facturers, because it obviously does 
not represent the house whose good- 


| will we are trying to enhance—our 








own. By using original material 
entirely, we preserve the personality 
of our organization and the custom- 
er feels that he is learning to know 
us better every time he reads one of 
our sales letters. 


However, any sales letter is use- 
less if it is not followed up. When 
we talk about belt lacers in our sales 
letter, our men talk belt lacers to the 
customer. The sales letter may have 
brought to the customer’s mind, the 
fact that his demand is actual and 
that they have a need for the com- 
modity which we have mentioned. 
When our men follow up the letter 
with a successful demonstration and 
solicitation, the results are evident 
in our sales records: 





The House Is Bigger Than 
the Man 


(Continued from page 36) 
house and not any one indi- 
vidual, and by our salesmen sell- 
ing the house first and themselves 
second, we have been able to chart 
a rising curve throughout our 50 
years of business. And it has 
worked like a boomerang for every- 
one in the organization—thus empha- 
sizing the old axiom, “Take care of 
the business and the business will 
take care of you.” 
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The New Campbell Soup Company (Central Division) 
Plant isa STOCKHAM INSTALLATION 


















AGE Dy # 





Architects and Engineers: Battey & Kipp, Chicago, Ill. General Contractor: Henry Ericsson 
Co., Chicago, Ill. Plumbing, Heating and Power Piping Contractor: Hanley & Company, 
Chicago, Ill. Stockham Fittings were supplied by Midwest Piping and Supply Co., of St. Louis, 
Ao., and Chicago, Ill. Stockham Fittings used included Cast Iron and Semi- Steel Flanged 
ts Fittings and Flanges; Cast Iron Screwed Fittings; Malleable Fittings and Drainage Fittings 












ORE than six thousand cans of soup a minute! This 

is the full operating capacity of the new Campbell 
Soup Company (Central Division) plant in Chicago. On a 
twenty-two-acre site in the heart of the city, the plant has 
a total floor space of between fifteen and sixteen acres. 
When in full operation there will be 2400 employees. 


The last word in modern construction, in cleanliness and 
scientific efficiency, with the details of sanitation and 
plumbing the most perfect that science can devise, it is 
a tribute to the quality of Stockham Fittings that they 
were selected for the pipe-line service in this magnificent 
structure. 


The high quality of the complete Stockham line which 
helped the Campbell Soup Company (Central Division) 
build for permanence and efficiency is coupled with a high- 
type plan of distribution—through wholesalers and mill 
supply houses. 





STOCKHAM PIPE & FITTINGS CO., Birmingham, Ala. 
Stocks in Boston, New York, Chicago, Houston, Los Angeles. 








sure the name STOCKHAM is on the Fittings you buy 


STOCKHAM FITTINGS 


CAST IRON ELECTRIC CAST STEEL MALLEABLE 
Screwed—Flanged—Drainage—Sprinkler Screwed—Flanged Standard—Extra Heavy—Hydraulic—Oil Country 
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WOT yp GREASE 9g POINT COmPoyND 


HITE SILI 2AGRAPHITE PAINT 
FLAK — WATERPHOOF Al 


r mai 


DIXONS 


GRAPHIT 
PRODUCTS 








In its place and using the right compound in the 
right place Graphite has no equal. 


It has been the accepted privilege of the Joseph 
Dixon organization to spread the gospel of the 
proper use of Graphite and Graphite Com- 
pounds to the end that maintenance cost may be 
held at a minimum thru the better operation and 
longer service that each Graphite protected part 
must render. 


Power plants find in Dixon’s Line products of 
unusual merit. The carefully graded Flake 
Graphites—each with its special uses; the exact- 
ly compounded Graphite Greases, each with its 
place in every scheme of better lubrication; the 
Boiler Graphite for cleaning steam boilers; the 
Graphite Pipe Joint Compounds; the Silica- 
Graphite Paint with years of service on so many 
thousands of jobs; and Dixon’s Belt Dressing, a 
non-graphite product which prevents belt slip- 
page and increases power thru its use on leather, 
rubber, and fabric belts. 


Dixon’s Engineers and research men have a 
background of 100 years of continuous service to 
draw from. They are at your service to give you 
the benefit of our wide and varied experience. 








DIXON’S 


Also 


Established 1827 














Joseph Dixon Crucible Co. 


Solid Jersey City KK New Jersey 
Belt Dressing a+ a 


How I Sell Electric Spraying 
Equipment 


(Continued from page 39) 


€ 


on page 39 shows an_ operator 
spraying asphalt paint on a concrete 
chute. I sold this construction com- 
pany two portable electric spray 
guns a long time ago. 

My spray-gun prospects include 
the following: machine shops, for 
spraying bases of machinery; large 


| public buildings, for spraying antisep- 





tic solutions; contractors, for over- 
hauling equipment; decorators, for 
spraying ornamental plaster, and 
the new craftex wall finishes; small 
manufacturers of case goods, porch 
furniture, or cabinet work; furni- 
ture repair and refinishing concerns ; 
bank fixture manufacturers; show- 
case manufacturers; manufacturers 
of mail boxes or any metal novel- 
ties; small bridge construction com- 
panies: all structural iron construc- 
tion companies; and packing houses, 
for maintenance work and spraying 
coolers and insecticides. 

Other jobs on which a spray gun 
is especially useful include painting 
fire-escapes; spraying water-proof 
solutions on the back of stone and 
marble facings to prevent moisture 
from seeping through and causing® 
stain and disintegration; and auto- 
mobile repaint jobs. 

Sign painters could profitably use 
spray guns for putting on their 
ground coats. Retail furniture 
stores could, and do, use them for 
refinishing repossessed pieces, touch- 
ing up furniture marred in transit, 
refinishing shop-worn _ furniture, 
painting unfinished pieces to order, 
and for maintenance work. 

Of course each furniture store 
and sign painter could use only one 
or two spray guns, so volume would 
be too small to solicit personally. 
However, I believe it would pay 
every mill supply house, or even a 
salesman himself, to circularize all 
such prospects and follow the defi- 
nite leads which result. 

In selling spray guns of any type, 
most of the work has to be done 
before you ever approach the buyer. 
By a careful foundation-study, you 
know definitely whether or not your 
customer should have a spray gun. 
If his plant and work are adaptable 
to the rules and regulations which 
govern spraying, then you will sell 
him 9 times out of 10. 
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The Fabreeka 
Belting Company 
stands firmly 

on these policies 
with distributors 













FABREEKA BEI 


20 Kast Street. 
461 Eighth <Ave.. 


New York: 


Chicago: o 


7 
| AF" 
re rth 


iT Absolute protection in distribu- 
tor’s territory. A fact, nota 
promise. 


y To maintain the standard of qual- 
ity—never to impair the product 
to reduce costs. 


3 A minimum stock—as Fabreeka 
covers a complete service for both 
conveyor and transmission work. 


A, Profitable Cooperation—real sales 
help that produces definite results. 


The Fabreeka Belting Company 
stands squarely back of the dis- 
tributor and is not afraid to pro- 
tect his interests. 


The Fabreeka Franchise is worth 
having—write us about it. 


riNG COMPANY 


aanadeeel Mass. 





29 So. Franklin St. 
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“STANDARD” 


Electric Drills 
Grinding, Polishing and 


Buffing Machines 





% in. and in. Heavy Duty Drills. Also 
made in various sizes up to 1% in. capac- 
ity. General Electric Universal Motors. 





BALL 


For grinding small tools, castings, ete. 
i 6 H. 


BEARING BENCH GRINDERS 


% H. P., 6 in. wheels; 
Wheels; 1 H. P. 10 
12 in. wheels. 


Poo i. 


2H. P., 


in. wheels; 






Bearings 


FLOOR GRINDER 


G. E. 40 degree motors and Push Button 


Control 





RIGHT SPEED BALL BEARING 
BUFFERS AND POLISHERS 
Made in 3, 5, 7% and 10 H. P. Dayton 
Cog Belt Drive. G. E. 40 degree Ball 
Bearing Motor. Also made in two motors 

in base type 


Write to-day for Catalog 


THE 
STANDARD ELECTRICAL TOOL CO. 
1948 W. Eighth St., CINCINNATI, OHIO 
Estab. 1912 








Watch the Trifles in 
Your Selling 


(Continued from page 43) 
about baseball, football, handball, 


in fact anything in the world ex- 


And furthermore, 
he never has asked me for an order 
in all his visits.” And the queer part 
of it was that Hiram insisted that 
the customer knew what he was 
there for, hence he should not be 
expected to ask for an order. 

All of the foregoing errors are 
routine matters, and I believe these 
incidents show the value of paying 
strict attention to the seemingly un- 
important things in selling industrial 
supplies. No matter how clever the 
salesman is or how stable his house 
may be, the prospect does not have 
to buy, and his decisions are influ- 
enced by what we may call trifles. 
However, they are not trifles to the 
prospect. He must never left 
floundering in the dark. There is 
no question but what any salesman 
can cut down his losses by checking 
up and correcting any small leaks, 
from which none of us are safe. 


cept business. 


be 


We Go the Limit in Carrying | 


Complete Stocks 
(Continued from page 37) 

and giving accurate answers to in- 
quiries on all items. This prevents 
dissatisfaction among the. buyers. 

The policy outlined here of course 
ning low, and in this we take 
nothing for granted. I receive 
written stock slips from the men 
regularly, and also make frequent 
personal check-ups, because a repu- 


tation for having a complete stock | 


is not much good unless the items 
are really there. 

It might seem that going the limit 
in carrying everything that may be 
called for would result in a burden- 
some quantity of material. It does 
take a lot of space and handling, 
but we have never regretted the pol- 
icy, and so will keep increasing our 
stock instead of cutting it down. 

For, in the last analysis, every 
order going through us means more 
business, not only to us, but to some 
manufacturers, and we feel that the 
best co-operation we can give manu- 
facturers is to stock their goods in 
such variety as to enable us to fill 
orders promptly, thus getting repeat 
business from satisfied customers. 









We tell them the 
size of blade for 
lowest cutting cost 
The use of the right hack saw blade 


on the right job, affects production 
costs even when such fine quality 


; ‘ | blades as Milflex are being used. 
requires a close check on items run- | 


Milford—Milflex advertising tells just 
which blades are the right blades to 
use on specific cutting jobs. 

You can increase your sales of 
Thompson Hack Saw Blades, and in- 
sure complete satisfaction, by carry- 
ing always, a complete Thompson 
stock and supplying the right blade 
for the right job. 


Distributed 100% through the jobber. 
Well advertised to the consumer. 


The Henry G. Thompson 
& Son Co., 


Est. 1876 Incorporated 1898 
New Haven, Conn., U.S. A. 


Hand Frame sizes only 


Mil Flex 


HACK SAWS 


VVVVVYY 
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Figure 3010 


"T HERE'S profit for you in pumps, and GOULDS CENTRIFUGAL PUMP 
pump sales mean new business in other Open Impeller 

supplies. But to get all the possibilities out Built in nine sizes. Capacities, 10 to 

of this business, you must be able to fill every eee es 

pump requirement. Therefore, sell the Goulds 

line, which includes a pump for every purpose Figure 1281 

—the most complete supply-house line. 


Figure 1776 Send for our Catalogue S, which will help 
your men make sales. Also use our 24-hour 
service on all standard pumps and parts. It 
is a tremendous help in filling your pump re- 
quirements. 








GOULDS ROTARY POWER 
GOULDS “MINUTE MAN” — 
Cidlies Metees ' " Discharge head, 100 feet. Capac- 
4 igure 1741 ity, 20 to 65 G. P. M. 
A leader in the field of low-priced, 
high-quality automatic drainer’ for 








residence, stores, small factories, 






etc. 
Capacity 5 to 25 G.P. GOULDS Figure 
sisi 7 CONDENSATION $354 
OUTFIT 
A new return pump and 
receiver for handling 
condensation of  low- 
pressure steam heating 
systems up to 15,000 
sq. ft. of radiation. 
Ball-bearing pump. Gal- 
vanized tank. 


Figure 1724 







GOULDS AUTOMATIC—OILING 
Pyramid Pump 


Adaptable for a variety of services. Capacities, 3 
to 82 G. P. M. For heads up to 800 feet. 


GOULDS PUMPS, Inc., 
OILING Seneca Falls, N. Y. 
9 POthS COP ics copies of your Catalogue S 
Deep Well Head which contains complete data on your supply house 


| 
I ! 
I 1 

For wall wp wo s00fect ext.  (Oulds Pumps, Inc. | mii | 
! : 
| 
[ 








GOULDS AUTOMATIC— 


For use with pneumatic or open- 


tank water systems. 4-, 8-, 10-, Seneca Falls New York 


and 20-in. strokes. 


City See ee 
For 80 years GOULDS PUMPS HAVE MADE MONEY FOR DISTRIBUTORS mm ee LS 
SS FS ES CE = = z Ss = 
= = TS ES = = 
S283 = S= 
= S Ss ES 
== = = = =—— = 2 = = 
=_—— —_— a 
= = za = = 
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Have You Heard That-- 


Up-to-the-minute news from the field 
about INDUSTRIAL DISTRIBUTORS 


and their salesmen 





Helm Leaves Pratt-Gilbert 
FTER being connected with the 
Pratt-Gilbert Hardware Com 

pany, Phoenix, Arizona, for 
nearly 25 years, as active manager 
for 20 P. R. Helm 
signed his position and is withdraw- 
ing his interest in the company. His 
action follows a change in the own- 
ership of the company which took 
place early this year when Mr. Pratt 
and Mr. Gilbert, interest 
holders in the company, sold out to 


years, has re 


largest 


S. MeN. Johnston, Pittsburgh, who 
had formerly been vice-president 


and general manager of the [itts- 
burgh Transformer Company. 

Mr. Helm is at the present time 
developing some industrial property 
which he has acquired. However, 
inasmuch as he has been connected 
with the mill supply industry for so 
long, it is natural that the 
friends whom he has made during his 


many 


years Of activity should wonder if 
he will be able to keep out of it per- 
manently. In case he should decide 
definitely not to return to the mill 
supply business, of course he would 
withdraw from his various offices in 
connection with it. 
ident of the 


He is now pres 
Southwestern 


Whole- 









P. R. Helm, veteran mill supply man, 

who has recently given up his connec- 

tion with the Pratt-Gilbert Company, 
Phoenix, Arizona. 


Asso- 
ciation chairman of the 
Bolt and Nut Committee for the ter- 
ritory served by Phoenix. 


sale Hardware Distributors’ 


and also 


Tull Takes on New Lines 

The J. M. Tull Rubber and Sup- 
ply Company, Atlanta, Georgia, has 
been appointed by S. K. F. Indus- 
tries, Incorporated, New York City, 


I 
<2} 





Harry J. Casper, well known sales manager of the Pittsburgh Gage and Supply 


Company, Pittsburgh, and a part of his gang. 
Harry himself, Don Ruper, and “Hank” Pitz. 


much to do? 


Left to right, Les Brenholts, 
Do Les, Don and “Hank” have 


Well, Harry advises us that the three of them handle together 
an average of 300 orders a day over the telephone, which is quite a job. 


to distribute its line of ball-bearing 
equipment. The Dayton cog belt 
line manufactured by the Dayton 
Rubber Manufacturing Company, 
Dayton, Ohio, and the line of chain 
belts made by the Chain Belt Com- 
pany, Milwaukee, have also been 
taken on by the Tull company. 

R. R. Donnelley and Sons Com- 
pany, Chicago, is now working on 
the new Tull catalog which is ex- 
pected to be ready for distribution 
by the latter part of November. 

According to J. M. Tull, presi- 
dent, the company’s business _ this 
year is running 57% ahead of a 
year ago. 


Distributors Report Improve- 
ment in Business 

Reports from distributors m vari- 
ous the country indicate 
that general conditions are very fav 
orable. 

The W. M. Pattison Supply Com- 
pany, Cleveland, writes that, al- 
though at present there is a slight 
let-up, business has been very good 
and it expects to finish the year feel- 
ing entirely satisfied with results. 

The Arkansas Mill Supply Com- 
pany, Pine Bluff, Arkansas, finds 
the profits good, but the volume 5% 
under last year. 


parts of 


The Young and Vann _ Supply 
Company, Birmingham, Alabama, 


reports that business is improving in 


its section of the country, while 
the Julius Rasmussen Company, 
Milwaukee, Wisconsin, also finds 


prospects “promising.” 

The Jennison Hardware Company, 
Bay City, Michigan, writes that busi- 
ness is 20% better. 

“Total business” of the New Jer- 
sey Engineering and Supply Com- 
pany, Passaic, New Jersey, is re- 
ported, “ahead of last year.” 

The Dempster Mill Manufactur- 
ing Company, Sioux Falls, South 
Dakota, says that “Crops are fair to 
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GREFCO 


ALTA 


STANDARD 


HIGH TEMPERATURE 
N WALLAALIAS 





an 
opportunity 
for bigger sales 


AST sales of GREFCO and STANDARD 
cements to many plants in different indus- 
tries indicate a wide and profitable market for 
these products. 


GREFCO, a dry chrome base cement, is ideal 
for severest service applications particularly 
where there is heavy slagging action. Fusion 
temperature over 3400° F. 

STANDARD, a plastic cement with a strong 
air-set, is suitable for bonding fire clay and 
silica brick, patching and general repair work 


where slagging action is not so severe and 
temperatures range to 2800° F. 


Many dealers are now enjoying bigger sales 
Chrome High Temperature and increased profits with these nationally 
Cement known high temperature cements. 


We'll gladly tell you more about the liberal 
G. R. Dealer Sales Plan. Some territories still 


STANDARD) ~ 


Silica Bonding Cement GENER AL REFRACTORIES 
COMPANY 


106 South 16th St., Philadelphia, Pa. 


Branches in principal cities 









2691B 
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At the Rayl Company, in Detroit, everybody seems to be boosting everyone 
else—the old air is just loaded with good feeling and co-operation. The girls 












dertaken by the National Associa- 
tion, was the appointment by Pres- 
ident Kuhn of special committees to 
devote their attention to the im- 
provement of conditions surround- 
ing the distribution of a large group 
of lines. Facts developed by the 
survey conducted several months ago 
under the supervision of Robert L. 
Hobart, revealed that the inability 
of members to secure adequate net 
profits is due largely to lack of 
proper cooperation on the part of 
manufacturers, who have not fully 
understood or appreciated the prob- 
lems of distributors. These and 
other questions will be given atten- 
tion by the committees. 
* * x 


Chase, Parker and Company 


in New Location 
Chase, Parker and Company, In- 
corporated, well known Boston 


noticed that there were 13 men in the group. But black cats and broken mirrors distributors, were planning to 
have no terrors for this crowd. Rear, left to right, are: B. H. Ackles; H. H. move about October 1 from 81 
Hoisington; R. L. Parkinson; A. J. Grant; F. W. Schmekel; A. T. Ritchie, and Pear] street. where thev have been 
J. McHugh. Front: B. B. Smythe; A. L. Kremp; W. Stauble, now with Holo- 0°) yt Na SNE OO 

Krome Screw Corp.; B. G. Munyan; G. Nicholls, and A. W. Kreppler. established for many years, to 288 


good, weather is favorable, and col- 
lections fair.” 

Munnell and Sherrill, Portland, 
Oregon, find “Business much better 
than in the same months of 1928. 
Belting business particularly — is 
stronger especially leather transmis- 
sion, belting and rubber conveyor 
belting.” 

A report from the Kane and 
Keyser Hardware Company, Beling- 
ton, West Virginia, says that “Vol- 
ume shows a slight gain over a year 
ago for July, August, and Septem- 
ber, the volume for the year being 
about the same as the same period 
last year.” 

The business of the Canton Sup- 
ply Company, Canton, Ohio, is “now 
four months ahead of last year,” 
according to news received from it. 

ok * * 
National Association Plans 
Simplification 

Action toward a revival of sim- 
plification work in the mill supply 
industry, is being taken by the Na- 
tional Supply and Machinery Dis- 
tributors’ Association in cooperation 
with the Division of Simplified 
Practice of the Department of Com- 
merce. 


B. H. Ackles, ex-president of the 
Association, served as a member of 
the planning committee of the di- 





—-- -—— ~ Congress street. 
vision for two years and _— nce Extensive improvements have 
G. Puchta, Queen City Supply Com- been made in their new headquar- 
pany, is now representative of the ters which were formerly occupied 
Association on this committee. by the American Soda Fountain 
Another constructive activity un- Company. Steel bins will be used 








These are some of the men representing the working end of the mill supply 
department from the main office and store of the Syracuse Supply Company, 
Syracuse, New York. They form a part of an organization of 87 employees 
serving industrial central New York. From left to right they are: W. H. Scott, 
secretary of the corporation and purchasing agent; Gerard Thompson, abra- 
sive and production small tool sales; F. T. Sibson, factory supply sales; T. W. 
Sidley, superintendent of stores and warehousing; H. E. Torell, department 
manager; W. H. Young, contractor’s equipment department sales, and R. F. 
Dunham, materials handling, conveying, and power transmission sales. 
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Yale Ball-Bearing Electric Chain Hoists serve many 


industries with great efficiency and low maintenance. 


Yale Electric Chain Hoists speed up the time of handling a product and can 
be found at work in a wide variety of industries: Electric Railway Shops; 
Paper printing plants; Metal working plants; Fertilizer plants; the Iron and 
Steel Industries, etc. @ Made in a wide range of sizes and speeds from 14 ton 
to 2 tons capacity. @ All Yale Hoists are built from the best materials and 
by skilled workmen. The name Yale signifies the highest quality product. 


“Hoisting ™ Conveying s stems 
LOTITO Cr RET EES 
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Free-moving 
rods 
gather no 
friction 





DANIEL’S P.P.P. 


Packing friction on a rod is caused 
by a binding, dragging pressure. It 
slows down the rod and_ wastes 
power. 

P.P.P. Rod Packing won’t brake the 
rod because its wedges slide with the 
less 
fuel and fewer replacements are some 


of the advantages of P.P.P. 


steam pressures. Longer life, 


P.P.P. is made in ring, coil and spiral 
form for all types of engines, pumps 
and compressors. It stands highest 
pressures and temperatures. Our dis- 
tributors will gladly help you solve 
your packing problem. 


We manufacture a complete line of 
mechanical rubber goods for mills, 
railways, and 


contractors, marine 


agricultural purposes. 


Quaker City 
Rubber Co. 


Main offices and factories: 
Wissinoming, Philadelphia 


Branches 
New York Chicago 


San Francisco 


Pittsburgh 
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— MILL SUPPLIES CORPOF 


All three trucks in this picture belong to the Mill Supplies Corpuration, 
Lansing, Michigan. Ralph Slider, driver, is standing with his pet among the 
fleet. No, he doesn’t drive all three at one time, but he did round ’em up for 
the photograph. Below you see all the company men available at the time. 


Left to right: 


for stock storage and two spiral 
been installed to 
carry goods to the call counter and 
shipping room. 

This convenient location is three 
minutes’ walk from the downtown 
business section of Boston and one 
block from the South station. 

*k ok Ox 
Evans Mill Supply Reports 
Business Good 


conveyors have 


The Evans Mill Supply Com- 
pany, located at 212 Summer 
street, Boston, Massachusetts, re- 


ports an exceptionally good season, 
particularly along the line of hot 
water heaters. It has been ap- 
pointed New England distributor 
for the complete line of Instant hot 
water heaters. 

Mr. Skinner was appointed man- 
ager of the company three years 
¢ 


ago when he joined the staff of the 


C. B. Pteifer, president; R. . 
L. C. Hargreaves; E. E. Scott, and M. E. Wilhelm. 


Haynes, secretary-treasurer; 





company. He is a wide awake 
business man, knows his’ work 
thoroughly, and takes an active 
part in conventions. 


McLennan, McFeely, and 

Prior Open New Branch 

A New Westminster, B. C.. 
branch of McLennan, McFeely and 
Prior, Limited, Vancouver, B. C., 
was opened with the purchase of 
Anderson and Lusby, distributors, 
New Westminster, B. C. The busi- 
ness will operate under the name of 
Anderson and Lusby, Limited, and 
will have L. B. Lusby associated 
with it as director and manager. 

The acquisition of the Anderson 
and Lusby business follows soon af- 
ter the amalgamation of McLennan, 
McFeely and Company with E. G. 
Prior and Company of Victoria, 
B. C., which took place in June. 
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N America, as well as Nor- 
mandy we glimpse this 
peasant with his burden of 
fagots. 

Turn to industry. Fagots, 
fagots, fagots! They may be boxes, 
barrels, base burners or raw mate- 
rial. And there’s your peasant—a 
laborer in overalls now—lugging, 
lifting, piling up handling costs... 
whittling down profits. 

In his place should be modern 

material handling equipment; 

machinery which will-rélease him 
and his brothers for more pro- 
ductiye“labor. The answer is 

Chisholm-Moore equipment. 


NEW YORK PHILADEL 








_-—Chishéim- Moore manufactures 
a complete line of material hand- 
ling equipment, including chain 
hoists, electric hoists, traveling 
cranes and cupola chargers. A 
C-Mexpert will survey your plant 
without cost and suggest mate- 
rial handling improvements. 
This is the eighth of a series of Chisholm. 
Moore advertisements reaching your 
customers and prospective customers 
thru national business magazines. This 
campaign is blazing the way to greater 
sales. Mill supply jobbers, get the facts. 
Chisholm - Moore Hoist Corp. 
(Division of Columbus-McKinnon Chain Co.) 
5028 Fremont Ave. Tonawanda, N.Y. 
In Canada—-St. Catharines, Ont. 










CHAIN HOISTS ELECTRIC HOISTS 


PHIA CLEVELAND CHICAGO 





PITTSBURGH 
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Service 


Tested 
Friction Clutches 


Well known to the trade for efficient power trans- 
mission, “Edgemont” Friction Clutches find a ready 
sale wherever a clutch 
is needed. 





Write now for supply of 
catalogs and circulars 
that will interest your 
customers. 


THE EDGEMONT MACHINE Co. 
DAYTON, OHIO . | 


SKINNER 


42 Years’ Experience 
Insures Dependable 


CHUCKS 



















Consumer confidence That is why it is 


easy to sell Skinner 
Chucks. They have 
proven themselves 


and acceptance cannot 
be purchased. It must 
be earned through 


years of service. for years. 





THE SKINNER CHUCK COMPANY 


NEW BRITAIN, CONN U.S.A, 














1928. Both these concerns devel- 


| oped to the present organization 
| from modest beginnings in the lat- 


ter half of the last century. 

An interesting fact of the modern 
combined organization is that they 
have in their Vancouver and Vic- 


| toria branches, the first combined 


sending and_ receiving television 
typewriter sets that have been in- 
stalled on the Pacific Coast. 

H. M. Metz with Ton-Tex- 

Raniville 

Howard M. Metz of the F. Rani- 
ville Company, Grand Rapids, 
Michigan, has recently joined the 
sales force. of Ton-Tex-Raniville, 
the belting division of the F. Rani- 


ville Company. 





Introducing Howard M. Metz of the 

F. Raniville Company, Grand Rapids, 

Michigan, who recently joined the 
Ton-Tex-Raniville sales force. 


Mr. Metz has been actively con- 
nected with either the installation or 
sale of transmission and _ belting 
since 1905. For seven years he was 
directly in charge of sales at SKF 
Industries, Incorporated, in northern 
Ohio and lower Michigan. For one 
year he was sales manager of W. C. 
DuComb Company, who handle 
transmission and belting as_ their 
major lines. 

Mr. Metz’ headquarters will be in 
Cleveland, Ohio, covering Ohio, 
western Pennsylvania, eastern Mich- 
igan, and other territory adjoining, 
that can be handled to advantage. 

OK ** 2k 

Peden Buys Wilson Com- 

pany’s Assets 

The Peden Iron and Steel Com- 
pany, Houston, Texas, has pur- 
chased the assets of the E. L. Wil- 
son Company, Beaumont, Texas, 
with the exception of real estate 


_ and buildings. The former Wilson 
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For any trucking job where 
floors should be protected 
from pounding, gouging, 
grinding. For any job 
where quiet is desirable. 
For any job that must 
move swiftly and eco- 
nomically. 








an unbeatable combination 


by 


Bassick 


Reg. U. S. Pat. Of. 


OR real floor protection and enduring quietness 

the Baco wheel hasn’t an equal. It’s built of un- 
breakable Bakelite . . . with a Moraine Durex self 
lubricating bearing . . . heavily treaded with a 
special composition of tough, resilient rubber 
that can’t work loose. 


The reliability of the casters themselves. . . whether 
stationary type or swivel . . . is an old story to most 
of the truck operators of America. Coupled with 
these fine new wheels, Bassick steel-truck casters 
offer a higher degree of quiet, economical efficiency 
than has ever been available before. 


May we tell you the facts in detail . . . prices 
... sizes and so forth? We will gladly on request. 






A 


The right wheel’.....in the right caster 
for quietness . . and floor protection 


\ a 


For any type of fac- 
tory floor-trucks, all 


types of boxes, canvas 
baskets or other rolling 
equipment in factory, 
warehouse or shop. 


M ee 99 
ag q Bassick Steel 
showin S i Shaft-Bearing 
8 pS Se 
construction @ fey Caster 





w 





THE BASSIC 








a 


K COMPANY .- Bridgeport 


For 33 years leading manufacturers of high grade casters for warehouse and factory, for office and home 


Connecticut 
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“Yea, but what 
about price?” 


Aha! The stickler has 
admitted the logic of 
the Atlas distributor's 
arguments but he’s 
got a final shot that'll 
stump him (?) 


“What about price?” 


Well, usually better ar- | 
ticles do cost more—but 
not in the case of| 
ATLAS car movers. | 
Manufacturing econo-| 
mies enable the better | 
car mover to be sold at 
the price of ordinary 
movers. 
and the sale is made. 
and Atlas power 
(derived from com 
pound leverage as 
shown in the cuta 
way) keeps users 
sold. Repeat or- 


ders are the rule 


Write for distributor discounts 
and sales data. 


APPLETON 


CAR MOVER CO. 
Appleton, Wis. 





ar 
iG 
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A. C. Hogan and A. D. Herring, sales- 
men of the Moore-Handley Hardware 
and Supply Company, Birmingham, Al- 
abama, demonstrate the Parker-Kalon 
drive screw. 


stockholders are now 
stockholders in the Peden Company. 

Ik. G. Edson, formerly president 
and general manager of the Wilson 
Company, and Virgil Keith, a for- 
mer vice-president, are to become 


Company 


| directors of the Peden Company. 


Alamo Iron Works Holds 
Sales Convention 

On October 19, the Alamo Iron | 
Works, San Antonio, Texas, held a | 
sales convention. All the house and 
road salesmen and branch managers, | 
and assistants, totaling about 30 
were present. 
Burdorf, sales manager, 
the Lunkenheimer Company, Cin- 
cinnati, addressed the meeting. The 
Alamo Company has handled the | 
LLunkenheimer line for over 40 years. 


Harry 


Business, according to Melrose 


piuw 
“s 


a 
4” 


The strong arm of Armstrong—in 
other words Earl F. Armstrong, mana- 
ger of the G. R. Armstrong Manufac- 
turers Supply Company, Boston, 
Massachusetts. 


At no time should a manu 
facturing plant be without 
the proper Fire Protection 
and Prevention Equipment! 
A small investment in 
Diener Fire Protection 
Equipment may mean for 
that factory not only a 
saving in insurance, but 
also in fire loss. 





Oily Waste Cans, 
Fire Extinguishers, 
Safety and Excelsior 
Cans —all are in- 
cluded in the Diener 


May we send you 
a copy of the com 
plete new Diener 
Fire Equipment 
Catalog? 


fire protection 
and prevention! 


GEO. W. DIENER MFG. CO. 


416 N. Monticello Ave.. CHICAGO 


tt tn ll a nth. Det 
ot RS A AME AOE AC 
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OGnderwriters Fire Hose 


Has 
TRENGTH 
hence 
AFETY 
hence 
ATISFACTION 


i) 
Constructed with a decided margin of safety over and above the required tests. 


ene 


Not made to ‘‘just get by.”’ 


Mit) NG 














The Whitehead Bros.Rubber Co. 


“MECHANICAL RUBBER GOODS,SINCE [873 ° 
Trenton,New Jersey 
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Qave your Customers 
DRILL EXPENSE 


Ordinary drill sockets will drive 
twist drills only as long as the 
drills have a tang. When the 
tang breaks off, the drill is use- 
less, unless a ““UseEmUp” is at 
“ ”? hand. Grind a flat on the broken 

USE-EM-UP drill, slip it into the “UseEmUp” 
socket, and it is as good as new. 





DRILL SLEEVES 


Machine shops of every charac- 
ter are prospects for “UseEmUp” 
and Sockets sockets. Don’t overlook the pos- 
sibility for profits in this item. 
They can be supplied for test at | 


 mretemaame | our expense. 


Send for Full details on L-R Flexible Couplings 
tory. Volume shows an increase over 


ww 
LOVEJOY TOOL WORKS | 1928, which was the largest in the 


328 W. OHIO ST. CHICAGO, ILL. | company’s history, collections are 


better, and future prospects good. 








James H. Hackett, oldest employee of 

The Hardware and Supply Company, 

| Akron, Ohio, who has been with the 
company since 1886. 





Holmgreen, secretary, is satisfac- 














Dixie Supply Adds Contrac- 
tors’ Equipment 
The Dixie Mill Supply Company, 
New Orleans, Louisiana, has estab- 
lished a department for contractors’ 
equipment and supplies. Among 
| other equipment, the company will 
handle concrete mixers and_ road 
building machinery. A. C. Wood is 
manager of the new department. 
* ok ok 


Bursting out 
for greater hack 
saw profits! 


Arthur E. Douglas Dies 

Arthur E. Douglas of the E. A. 
Kinsey Company, Cincinnati, Ohio, 
passed away on October 19. 

Attractively packaged—well ad- Mr. Douglas was _ prominently 
vertised—backed by a sales plan 


identified with the activities of The 
that will introduce them to your | National Supply and Machinery Dis- 
trade and build up a steady volume 
sale—Lenox hack saw blades will be of his interest in the work, he had 
been elected a member of the Ex- 
ecutive Committee at Atlantic City 
last spring. 


tributors’ Association, and because 


one of your most active lines. 
+ 


“Fhe Toots in the Poaid Bor” 


AMERICAN SAW & MFG. CO. Bangor Mill Supply Takes 
Springfield, Mass. | Up Heating 


The Bangor Mill Supply Corpora- 
| tion, 76 Washington Street, Bangor, 
| Maine, has gone quite extensively 
into the heating equipment and sup- 
ply business. A major portion of the 
company’s (Continued on page 78) 
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to scratch and tear. 
is easy to push. 








“PIONEER” Steel 
Hanger costs less to 
stock than any other 
and is now so well 
introduced that it al- 
most sells itself. Mil- 
lions in actual use. 
Steady repeat busi- 
ness brings sure 
profits, 


4 
3 
’ 


WANNA HAG 





New uses are being 
found right along for 
the “UNBRAKO” 
Socket Head Cap 
Screw; the sales, 
therefore, are increas- 
ing—and rapidly. 
Don’t miss this op- 
portunity. 


Pats. Appl. for 





“HALLOWELL” Steel 

2745 standard sizes and 
pockets and similar corner fixtures are all 
interchangeable. The “HALLOWELL” 
Steel Top is smooth and will not splinter, 2m f 
never gets soggy; no screw or nail heads use. As they are rigid as rocks, give 


FAVORITE 


Truck—One of 


The “HALLOWELL” 





These unique specialty lines — widely 
advertised — respond wonderfully, you 
will find, to a little push and pep. 





Applied for 





“HALLOWELL” Steel Truck—Chassis a welded unit, no joints, bolts or 
nuts to work loose. Top solid sheet of heavy steel; cost of maintenance 
practically nil; will last for years and years yet the price is so low that by 
comparison wood seems extravagant. Repeat orders steadily increasing. 


Patd. Pats. Pends. 





Stake 
“HALLOWELL” Steel Bench Legs 
have become very popular because they to last for years. 
can be picked up from stock, ready for 
Drawers protect tools. 
absolute satisfaction and cost little, it’s 
no wonder they are ready sellers. 








Patented 


“HALLOWELL” 
Steel Collars are rec- 
ognized to be the best 
made. Their quality 
combined with their 
high polish and low 
price, explains their 
great popularity. 





“UNBRAKO” Hol- 
low Set Screws stand 
up under strains that 
wreck other screws 
similarly tested and 
naturally the “UN- 
BRAKO” has become 
very popular — in 
other words—it’s easy 
to sell. 





“HALLOWELL” Steel Benches save time 
and money. No carpenter to hire—no lumber 
to buy. Can’t splinter or burn. Rugged—built 
Standard lengths easily 
joined for continuous benches. 


Steel Bench 
Complete line of Steel 


Benches, Steel Tables, Steel Tool Stands—all 
lines in stock ready to ship. 





STANDARD PRESSED STEEL CO. 





BRANCHES 
BOSTON 
CHICAGO 
DETROIT 





BRANCHES \__ 





JENKINTOWN, PENNA. 


NEW YORK 


SAN FRANCISCO 


BOX 519 


ST.LOUIS 
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“What’s Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending October 
15, 1929, with business 
during the corresponding 


period of 1928. 


NEW 


Item 

Poorer | Better Poorer 

Belting, Leather O * 

Belting, Composition 
Belting, Rubber 


Belt Fasteners and Lacers 


Chain Blocks 





Compressors 


Electric Tools 
Drills, Hammers, etc. 
Grinding Wheels, Wire 
Wheels, etc. 


Iron and Steel Bars 
Ladders, Safety 


Machine Tools and 
Equipment 


Mechanical Rubber 


Goods 


Mechanics’ Handtools 
Nuts, Bolts, and Rivets 
Packing 

Paints, Lacquers, etc. 


Paint Spraying Equip- 
ment 


Pipe and Pipe Fittings 
Pumps 

Sandpaper, Emery Cloth 
Saws 

Shop Supplies 


Transmission Equipment 








Trucks, Lift Trucks 


Vises 


Valves 











MIDDLE 
ENGLAND | ATLANTIC! CENTRAL 


Better 





EAST 


Poorer 























Berter| Poorer| Better: Poorer 








New England 


-* West- 
Central - 
"Sey 








B 


KEY TO CHART 


| = No Change 
| | = Better 
1 | _ 5% better 
— Poorer 
= 5% poorer 


etter comparison than last month 


















































WEST 
CENTRAL 


SOUTHERN, WESTERN 


Bette: Poorer| Better 


* x 





* 


* 


teeter O+O+O-my illo 


TOT id © 
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Always.. 


... butt the 


squared ends 


together 





Proper belt joining is some- 
thing every manufacturer of 
belting wants his men to know 
about. The story is told in a 
booklet “The High Cost of In- 
difference”. We will send you 
as many copies as you wish. 
Poor joining is responsible for 
90% of belt troubles. 


ia t—4 
\ . & ~ 
. ~®S 





THIS IS ADVERTISEMENT NO. 2 OF A SERIES OF FOUR 
MESSAGES TELLING.. 


\ 

















[" THE ends of belting are cut square and fastened butted 
tightly together, the belt will run true, therefore be long 
lived. 

This is the Crescent method of belt fastening. 

Crescent Plates are curved to fit the pulley over which they 
are used. ‘There is, therefore, no strain on the belting back 
of joining. Crescent Rivets merely separate the fibers of the 
belting and do not cut or injure them. No metal touches the 
pulley to wear itself out. 

Although Crescent Belt Fasteners are rapid to apply they are 
not sold on this basis. They are offered as the surest way... 
to make belts live longer. This is true of light belts as well as 
big, heavy drivers and conveyors. 


CRESCENT BELT FASTENER COMPANY 
247 Park Ave., New York City 


Distributors throughout the world. 





Crescent Plates are curved 
to grip the pulley. 







bd 


"RESCENT 
BELT FASTENERS 


us ey 
é 
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SEVENTEEN 
ee ae oe 
ARE HELPING 
DISTRIBUTORS 
SELL 


HOLD-HEET 
GLUE POTS 


Finest type of manufac- 
turer co-operation in ad- 
dition to exclusive and 
superior features of the 
HOLD-HEET Glue Pots 
are making them a big 
profit item for the indus- 
trial distributor. 


Write for details of thirty- 
day trial offer, also ask 
for samples of attractive 
literature that helps you 
sell. Steady repeat busi- 


ness the year ’round. 


Approved by Under- 


writers. 





RUSSELL 
ELECTRIC CO. 


368 W. Huron St., 
Chicago 


Manufacturers of space 
heaters, immersion 
heaters and special 
heaters of all 














Get the 
complete 
HOLD-HEET Catalog 
of money-making Heat 
Appliances. 




















ENTERPRISE CITY, 


i 








The Norton Article “Hit 
the Spot” 


We have subscribed to Mitt Sup- 
PLIES for a long, long time. One 


| copy comes to this office and three 


others are mailed direct to our 
salesmen’s home addresses. 
You can bet your life that we 


are looking for ideas and informa- 
tion to assist our salesmen in their 
selling work and I think the article 
by J. L. Norton, of Norton, North 
and Company, Nashville, which ap- 
peared in your August issue, is one 
whale of a good article. 

Even though each and every one 
of my salesmen receive Mitt Sup- 
PLIES regularly, I personally opened 
our office copy, marked the Norton 
article in red, and laid it out on 
our general conference table, calling 
it to the attention of each salesman. 
In my opinion, it hits the spot like 
a “Tom Collins” on a_ hot, 
summer day, or rather ‘“ustadid.” 

Your Norton article gives us some 
wish 
to 


does 


wonderful suggestions and | 
Nashville were a_ little 
Erie so that I could run 
meet Norton and talk with him 
further on the subject. In fact, I'd 
like to have a man like Norton talk 
to our boys; I'll bet he has a lot 
more splendid ideas. H. P. WELLER, 
president, H. P. Weller Supply Com- 
pany, Erie, Pennsylvania. 


closer 
down to 


Congratulations 
I want to congratulate you at 
this time on the wonderful maga- 
zine you are putting out. It is the 


one magazine | look forward to see- 
ing and | do enjoy your articles. 
I think would all better 


we be 


mill supply men if we would devote 


PROGRESSIVE MILL SUPPL},CO. 


$V ii9 
3 xi" an 





Mill Supplies, 
520 N, Michigan Ave., 
Chicago,111l. 






more time to reading such articles 
are written in MILL SUPPLIEs. 
J. W. Hartz, president, Couch and 
Heyle, Incorporated, Peoria, Illinois. 
aK Bs 
We Base Our Salesmen’s 
Salaries on Net Profits 

I have read J. M. Tull’s article, 
which appeared in the October issue 
of Mitt Suppcies, with interest. 

However, it seems to me that it 
is not possible to use any set form 
of Con- 
sidering the character of the mer- 
chandise we sell, its great variety, 
and the number of very important 
expense items we have outside of 
selling expense, it would not be pos- 
sible for us to make any such ar- 
rangement with our salesmen. 

In fact, our direct-selling cost is 
only 14%% against our total sales, 
so you readily can see that taking 
30 or 40% of the gross and charg- 
ing up 5% to cover the rest of the 
overhead would be a marvelous set 


as 


salesmen’s compensation. 


up for the salesmen, but not so 
good for the stockholders. 
We have a method of compen- 


sating salesmen, which is  satisfac- 

tory to them as well as to the com- 

pany. 

net and not gross profits. C. A. 

CHANNON,  vlce-president, Great 

Lakes Supply Company, Chicago. 
2k * 


Send Us Mill Supplies 


Send us an invoice to cover the 


However, it is based on the 


cost of a year’s subscription to 
Mitt Suppiies for the following 


28 men. I believe the gang will be 
better supply men if they will read 
each issue of your very fine maga- 
zine. P.O. BoYLAN, sales manage’, 
The W. M. Pattison Supply Co. 
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Where quality 
counts everybody knows 
Ames Shovels. That’s why 

More 

AMES SHOVELS 


are used than 
any other kind 


The complete Ames “All Star” line includes the genuine 
O. Ames Four Star, the Ames 3 Star and the Ames 
2 Star shovels, spades and scoops. It will pay you to 
“look for the stars’ on every shovel you buy. 








a 1774 









1929 aeemeuiininin <<. 


AMES SHOVEL AND TOOL COMPANY 


NORTH EASTON «<> MASSACHUSETTS 
ST. LOUIS, MISSOURI - - - ANDERSON, INDIANA 
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Handles 
Like 
Play 


--SPEED 
--POWER 
--DURABILITY 


Speedy Prof- 
its! - satisfied 
customers for 
mill supply 
distributors. 


THE 
BADGER 
CAR MOVER: 


stands up in everyday use. It 
moves *em !—and fast, too! Saves 
time and labor for your cus- 
tomer. One man spots a loaded 
car in a jiffy. This super-power 
car mover is in increasing de- 
mand everywhere and most prof- 
itable for you to handle. | 


ADVANCE | 
Safety Car Wrench 


Can be used where 
other style 
wrenches fail—and 
with absolute safe- 
ty to employees. 
Automatically ad- 
justs itself to any 
size, winding tap. 












Write today for 
descriptive circu- 
lars to hand out 
to your custom- 
ers and help you 
sell these reliable 


£2 
ti, AS products. 


“ADVANCE 
CAR MOVER CO. 


Appleton - - - 






Wisconsin 





(Continued from page 72) 
effort is now being concentrated on 
the sale of heating systems of the 
steam, hot water and hot air types 
as well as oil burners. This company 
is also distributor of Amalie oil. 


Young and Vann Open New 
Show Rooms 

New show rooms have just been 

opened the Young and Vann 

Supply Company, Birmingham, Ala- 

bama, where there will be displayed 


by 


a complete exhibit of machine tools 
and contracting equipment. 

The company is also making ar- 
rangements to add to its Avenue E 
warehouse, the new building to be 
100 by 190 feet in size. 





C. F. Schlamp, sales manager, Evans- 

ville Supply Company, Evansville, In- 

diana, is only 28 years old, and has 
been with this company 13 years. 


Murdock Company in New 
Building 

The M. F. Murdock Company, 
Akron, Ohio, is settled in its new 
home which is located at 310 Water 
Street, the corner of Buchtel 
Avenue. The change was made on 
October 1. 


on 


* * ok 


Desch Now General Refrac- 
tories Distributor 

The Desch Supply and Equipment 
Company, 16 South Frederick Street, 
Baltimore, Maryland, has been ap- 
pointed to distribute the General 
Refractories Company’s products in 
Maryland. Everything in the state 


east of Allegany County and west 
and north of Chesapeake Bay, as 
















Genuine 


MorANS 


Steel Belt Couplings 






different 


Superiority goes through 
and through. Carefully 
made of selected mate- 
rial. Customers’ satis- 
faction is paramount 
and holds their business 
for you. 

Thousands bought every 
year. Have a sample 
with you. It pays. 


GREENE, TWEED & C0. 


109 DUANE ST. 
NEW YORK CITY 


because ’ 
é& 











THEIR 
EXTREME 
SIMPLICITY 


MAKES THEM EASY TO SELL 





Class B. 
Class C. 
Sidelug. 


1 to 20 Ibs. 
20 to 70 Ibs. 
40 to 150 lbs. 


Distributors and their salesmen will find 
Nason Time Tested Traps and other spe- 


| cialties increasingly profitable to handle. 


Write us for catalogs and other sales helps 
we are prepared to offer. 


NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


TIME-TESTED SINCE 1841 


STEAM TRAPS 


KEEP UPKEEP DOWN 
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EXTRA STRENGTH 


SPELLS 
EXTRA PROFITS 


The “swell” of extra material, actually an extra 
muscle of steel, on each link of “INSWELL” 


means a stronger chain. 


To the user this means extra safety, extra long 
life . . . extraordinary satisfaction. 


To you, the dealer, “INSWELL” extra strength 
means satisfied customers and resulting greater 


sales, and... EXTRA PROFITS. 


Every “INSWELL” link has the mside swell and 
carries the brand C.M. 


Are you getting your share of “INSWELL’S” 
added sales and profits? Write us for the facts, 


COLUMBUS-McKINNON CHAIN CO. 
General Sales Office: Tonawanda, N. Y. 
Plants: Tonawanda, N. Y. Columbus, Ohio 
In Canada: McKinnon-Columbus Chain, Ltd. 
St. Catharines, Ontario 


“INSWELL 
CHAIN 









‘ELECTRIC: WELD 
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BUILT TO MEET 
MODERN-DAY 
PRODUCTION 

STANDARDS 





Long life and accurate work 
are assured by these seven 
points of superior construction: 
1. Renewable steel jaws. 
2. Swivel base 360 degrees gripping 


power. 

3. Extra strong where needed. 

4. Solid underportion gives added 
strength. 

5. Set screw in handle. 

6. Castings of Parkco Metal. 

7. Full sized screw and nut. 


Send for Parker Vise Booklet 


PARKER 
VISES & 


Meriden, Conn., U.S. A. 


7 
Sniz2Y 





























DISTRIBUTORS 


WRITE FOR SAMPLES 
of THIS PROFITABLE LINE 


SPEED! 





Standard self- 
aligning belt fasteners 


Always easiest to operate 


one tap 
of the hammer holds plates 
aligned until rivets are driven. 
In big demand by your customers 
—Profitable and fast moving. 
Order your stock today. 
A few exclusive territories still 

Write for details. 


The Bourne-Fuller Co. 
(Upson Works) 
Unionville 


open, 


Conn. 


lt ltl Al AN A 








| This fine six-story building is 


well as Washington, D. C., will be | 


covered by the Desch Company. 


The products which this company | 


will handle for General Refractories 
include Grefco Chrome high tem- 
perature cement and Standard silica 


bonding cement. 


* * 


Whitney Supply Takes on 
Roofing Line 


The line of corrugated galvanized | 


ney Supply Company, New Orleans. 
e £9 


R. E. Scallan Promoted 


Robert Emmet Scallan has been 


appointed general manager of the | 


supply department of The Scallan 
Supply Company. 
took effect November 1. 








the 
home of the Edwards and Chamber- 
lin Hardware Company, in Kalamazoo, 
Michigan. In addition to the mill sup- 
ply lines, this house carries shelf and 


heavy hardware, hotel, hospital and 
restaurant supplies. 


A. B. Smith Returns After 
Illness 





A. Brooke Smith, secretary of the | 


Smith-Courtney Company,  Rich- 
mond, Virginia, has returned to his 
desk after an absence due to illness. 
Mr. Smith had been unable to work 
for 18 months. 
* * * 
Stanley J. Leen Takes on 
New Lines 

Stanley J. Leen Company, Bangor, 
Maine, is now agent in the state of 
Maine for Barry Steel Pulleys and 
reports excellent with 
this This company also car- 


an business 


line. 


| roofing manufactured by the Apollo | 
| Steel Company, Apollo, Pennsylva- 
| nia, has been taken on by the Whit- | 


His appointment | 








EVERY JOBBER 
SHOULD HAVE 
A COPY 


*MEXLEY> 


REGISTERED TRADE MARK 


SPECIALTIES 
CATALOGUE 


It is packed 
with data 
that can be 
used to ob- 
tain in- 
creased busi- 
ness. 


Investi- 
gate Kieley 
special- 


ties. They 
pay divi- 
dends. 





MAY WE SEND A COPY TO YOU? 


KIELEY & MUELLER, Inc. 


34 W. Thirteenth St., New York City, N. Y. 




















REMEMBER 


Yost backs up with 
the “Make Good” 


Guarantee 


A Yost Vise must make 
good or Yost does. 





Sir YOST FOR 


ATISFACTION 
O ) : 
rv w* 
we runigil 
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—And because of The 





Diamond Rubber Company’s 





SIMPLIFICATION Program 








THE DIAMOND RUBBER COMPANY, INC. 
Akron, Ohio 


Branches as follows: 


AKRON ATLANTA KANSAS CITY NEW YORK 
BOSTON PHILADELPHIA DALLAS 
CHICAGO LOS ANGELES SEATTLE SAN FRANCISCO 





NOW support our distributors with stocks at 
Akron and at our branch warehouses much more 
extensive and complete than in the past, including 
practically all the wanted sizes of transmission belting; 
air, creamery, fire, garden, gasoline, oxy-acetylene, 
spray, steam, suction and water hose; tubing, sheet, 
hydraulic and piston packing, together with a great 
variety of other items. 

We also assist our distributors with prompter ship- 
ments from the factory, both on stock sizes and on 
special sizes, because our production is geared up to 
produce larger quantities of each individual size. 

We make better goods, because of the added economy 
and efficiency resulting from a smaller number of 
variations in grades, sizes, etc. 

And for the same reason, we give our distributors the 
advantage of better price schedules. 


A comparison of actual values in the mechanical 
line now and five years ago reveals clearly the fact that 
where simplification has not been possible, prices are 
now somewhat higher than they were then. On the 
other hand, in every case where simplification has been 
put into practice, it has resulted either in— 


An improved product, A lower price, Or both. 


The distributor who handles the Diamond simplified 
line of belting, hose, and packing, is, therefore, in a 
strong position. Our representative will be glad to 
discuss this matter with you in detail, without any 
obligation to you. Write our nearest branch office. 


Diamond 


RUBBER BELTING 


HOSE: PACKING 
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The feast is ready—a regular old-fashioned Thanks- 
giving Dinner of profits for mill supplies distributors 
handling the RED CAP Line of Industrial Brooms 
and Brushes 


If you have not had your share, send up now for a 
heaping helping — with plenty of “gravy”. RED 
CAPS are the big money-maker for every distributor 
selling industrial cleaning equipment. They sell against 
any competition, build their own repeat business, re- 
quiring less sales-effort than almost any other items 
you can handle. 


Join America’s leading distributors now, and before 
the dawn of 1930, get established with the CAPITAL 
RED CAP Line. Write for our sales plan and for 
Catalog 17. 


INDIANAPOLIS BRUSH ©@® BROOM MFG. CO. 
126 Brush Street Indianapolis, Indiana 











ries a complete stock of Page leather 
belt and Link-Belt chain. 

Stanley J. Leen has also purchased 
the Bangor Broom Company, and 
has moved his office from 225 Broad 
Street to 22 Central Street where 
both businesses can be operated in 
unison, 

New Line for Turner Supply 

The Turner Supply Company, 
Mobile, Alabama, has just been ap- 
pointed distributor of Smith’s Weld- 
ing Equipment and Alemite High 
Pressure Industrial Lubrication. 


Grinnell Company Will Move 
Atlanta Branch 

The Grinnell Company, Atlanta, 

Georgia, distributors of industrial 

supplies, will move about November 

15 to its new location at 240 North 


Highland Avenue, N. F. 


*K * *K 


Standard Supply Distributes 
New Catalog 

\ brand new catalog has recently 
been distributed by the Standard 
Supply and Hardware Company, In- 
corporated, New Orleans, Louisiana. 

It is about as complete a catalog 
as it is possible for a distributor to 
get out, well illustrated, and chock 
full of pertinent information. 

About 4,000 of these catalogs, 
which were printed by R. R. Don- 
nelley and Sons Company, Chicago, 
were distributed to Standard Sup- 
ply’s customers and prospects. 

: x 


White Promoted by 
Long-Lewis 

L.. B. White, who for 10 years 
has been selling mills, mines, and 
industrials for the Long-Lewis 
Hardware Company, Birmingham, 
and Bessemer, Alabama, has just 
been appointed assistant buyer, un- 
der J. H. Crowe. 

Mr. White is making his head- 


quarters in Birmingham. 


* * * 


McGraw Men Attend Ma- 
chine Tool Show 

H. FF. Wagener, sales manager; 
R. E. Pearsall, buyer; L. B. Mize, 
salesman; and W. T. Ralston, sales- 
man, all of James McGraw, Incor- 
porated, Richmond, Virginia, at- 
tended the Machine Tool Show in 
Cleveland the week of September 30. 
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Every Mill Supply Catalogue issued by The National Supply Com 
pany 


in the last twenty vears has been compiled by Donnellev’s 


Building the Catalogues of the Leaders 














BUY YOUR CATALOGUES 


T would be difficult to think of such 

outstanding leaders as the National 

Supply Company or Graybar Electric 

Company undertaking to merchandise 
their goods without the aid of good general 
catalogues to multiply and extend the influence 
of their salesmen. 

And it is significant that such leading distrib- 
utors as these continue, edition after edition, 
to have their supply catalogues built by the 
Donnelley organization. They know the import- 
ance of buying known dependability and value. 

They know that a distributor of supplies needs 
certain fundamental essentials to form a successful 
catalogue connection: 

t. Complete freedom in ‘‘hand picking”’ just 
the articles that the individual distributor con- 
siders it best for his house to show. 

2. The services of an organization of practical 
iupply men, to relieve him of the endless details of 
collecting data and engravings, compiling of copy, 


ON THE BASIS 





OF VALUE 


checking of lists, dimensions, etc., the compiling 
of the index, etc. 

3. Compilers of such years of successful experi- 
ence in supply catalogue building that the dis- 
tributor can “‘sleep nights.”’ 

4. The highest standard of accuracy in com- 
pilation and revisions. 

5. High quality of printing and binding. 

6. Rapidity of service. 

7. A known record for fair dealing. 

8. The best price at which it is possible to se- 
cure the above essentials. 

More than goo repeat orders for Donnelley sup- 
ply catalogues, and the examples of successful 
leaders among supply distributors, are your assur- 
ance as to where you can best buy on the basis of 
value. 

Donnelley’s seek to serve you on this basis, 
and will welcome the opportunity of making a 
survey of your specific requirements for quotation. 
No obligation, of course. 


Distributors’ Catalogue Department 


R. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECOND STREET, CHICAGO 









More than 900 Repeat Orders for Donnelley Supply Catalogues. M 
. oe . —o. . ins a AA 41 4 














The Donnelley Repeat Order 


Record Means: 


| 


That the distributors 
get the greatest value 
at Donnelley’s 
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Who’s Who in Industrial 
Distribution 
(Continued from page 46) 
he went to school. Her father was 
one of Detroit's pioneers. They 
have one child, a married daughter. 
World travel is the family hobby, 
with hunting, fishing, and golf as 

Mr. Allinger’s chief recreations. 

His main bit of philosophy is sim- 
ple, but comprehensive. “There are 
as many roads to success as there 
are highways in the various commu- 
nities,” he says. “It is well to re- 
member, however, that hardly any- 
one ever gets lost on a straight road, 
due to the fact that one can see 
straight ahead, without much danger 
of his vision being obscured. 

“It is rather difficult to rise to any 
great heights if your poverty is 
greater than your talent. There are 
many short-cuts to success, but the 
get-rich-quick methods are extreme- 
ly dangerous. Also one must be 
careful not to over-stretch, since this 
often means becoming too ambitious 
for the capital involved, and in al- 
most every case this spells disaster. 

“In order to be successful, you 
must be a real pacemaker, and give 
the best there is in you. It follows 
that, to have a successful business, 
there must be men within it who 
have character, vision, knowledge, 
patience, deal honestly, sell quality, 
and give true service. In the busy 
hum-drum of today, when business 
is moving faster and faster, no man 
can pause and rest upon his laurels. 
He must keep on going ahead. 

“Finally, no one can obtain finan- 
cial success unless he is able to get 


back, with more than interest, every 


dollar he puts into his business.”’ 





















A view showing a part of the belting 
stock of Hinds and Coon, Boston, Mas- 
sachusetts. 














THE GREATER SAFETY 


It is mainly the reinforcement of all portions of Powell 


Valves subject to wear, the rigid inspection during process, 
and the final testing of every Powell Valve that accounts 


for their greater safety. 


Fig. 375 
Bronze “White Star” 
Gate Valve 





Fig. 150 
Bronze “Union Dise” 
Globe Valve 








Fig. 110 
Bronze “Model Star” 
Globe Valve 


Our aim has always been to build our products with a 
safety factor greater than for the service intended. These 
efforts have instilled in our many customers the idea of 
absolute safety and dependability in service from all articles 


of our manufacture. 


POWELL PRODUCTS 


Valves of bronze, iron and steel in globe, angle, 
check, gate and safety patterns; also Oilers, Lubri- 
cators, Grease Cups, Water and Oil Gauges, and 


sundry engineering appliances. 


THE WM. POWELL CO. 


2521-2531 SPRING GROVE AVE. 


CINCINNATI, OHIO 
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HE improved Diamond multi-size anchors, de- 

veloped by the Diamond Expansion Bolt Com- 
pany, Garwood, New Jersey, are designed to ac- 
commodate in one anchor several diameters of 
wood screws. The purpose is to reduce the num- 
ber of anchors required to accommodate all sizes 
of screws. They are made in several lengths cov- 
ering the majority of uses. In the interior rib- 
bing, the ribs are located over the valleys on the 
exterior of the anchor. Where the larger screw is 
used, the ribs are pressed down and the valleys at 
the exterior are forced outward to permit the 
greater diameter of the screw to enter the shield. 











A DEVICE for expediting the movement of 

trains has been developed by the Pettibone 
Mulliken Company, 4710 West Division Street, Chi- 
cago. It is called the “Mechanical Switchman” and 
eliminates stops in the movement through switches. 








A NEW die and tool truck has just been offered 
424 to the trade by the Pollard Brothers Manu- 
facturing Company, 4037 North Tripp Avenue, Chi- 
cago. The capacity of this truck is 2000 pounds, 
and it is well braced in all directions. The total 
height is 35 inches, which is about a_ standard 
height of the bolster plate of the majority of punch 
presses. 








HE oil burning type of Littleford salamander, 

manufactured by Littleford Brothers, Cincin- 
nati, Ohio, is particularly designed for interior work 
and on covered scaffolds. Heat is supplied by a 
Littleford oil burner and forced through a 4-inch 
cast-iron elbow to a cast-iron flame spreader which, 
together with the hood, spreads the heat over a 
large area. 





RECENT addition to the line manufactured by 
4% The Standard Electrical Tool Company, Cin- 
cinnati, Ohio, is a combination grinder having a 
ring wheel chuck on one end and an emery wheel 
on the other. S. K. F. ball bearings are used, and 
there is also a ball thrust bearing to take the end 
thrust of the ring wheel chuck. 





HE Brown and Sharpe: Manufacturing Com- 

pany, Providerice, Rhode Island, has recently 
announced the redesign of the Number 34 gear- 
hobbing machine and the incorporation of several 
new features. The machine is now of the motor- 
in-base type and is equipped with an oil filter 
located at the rear of the machine whiere it can 
be cleaned easily. The motor-in-base arrangement 
provides an economy of floor space. 
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«Smoother 
than grease” 
“Outwears the best 
bronze metal” 















An early user of ARGUTO e 
said this after seven or eight | 


oilless, trouble-free years. 
—and that was 20 years ago. 


Since then he has saved 
oilers’ wages, oil, replace- 


ment labor, plant equipment 





and expensive shut downs. 


ARGUT Satis AON 


Wayne Junction Philadelphia. Pa 


OILLESS BEARINGS 
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A THREE wheeled compressor unit,‘ Model PX,” 
4, is produced by the Quincy Compressor Com- 
pany, Quincy, Illinois. This unit is adaptable for 
hand portability in and around plants, and is use- 
ful in maintenance departments for spraying and 
blowing operations. The unit can be furnished 
with motors of different sizes, %-, 1- or 1%- 
horse power with corresponding displacements 
ranging from 4 to 86 CFM. 


HE McCollum Hoist 

and Manufacturing 
Company, Downers 
Grove, Illinois, has re- 
cently added to its line of 
hoists, a 300 pound cap. 
hoist with a lifting speed 
of sixty feet per minute. 
The hoist is of compact 
construction, requiring 15 
inches of head room for 
its operation and having 
a length of 20 inches. 





HREE new features are (| 


incorporated in the dif- 
ferential chain hoist recent- 
ly announced by Robbins 
and Myers, Incorporated, 
Springfield, Ohio. Timken 
thrust bearings used in the 
lower hook permit easy t 
turning of the load and re- r 
duce chain and upper sheave 4 
c 

4 

; 

: 

: 

a 





wheel wear caused by chain 
twisting. The sheaves are 
of Aremite, an alloyed iron 
which is remarkably durable 
because of an unusual hard- 
ness and a tensile strength ; 
twice that of ordinary gray 


gd é » 6: (i 
iron. Aluminum finish is > LY, 
used throughout, except on 7 
the chains, and _ provides 
lasting protection against 
damage from exposure. 
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[N the improved double ball race swivel truck 
caster manufactured by the Bond Foundry and 
Machine Company, Manheim, Lancaster County, 
Pennsylvania, the company has incorporated the 
principles of its double ball race caster that has 
been on the market for a number of years. In this 
new caster the ball races are constructed so that 
they will carry heavier loads, the diameter of the 
balls is increased and the position of the king bolt is 
reversed so that the caster can be taken apart 
without removing it from the truck. The axle is 
an especially designed T-head bolt, the head of the 
bolt being fitted between two ribs to prevent the 
axle from turning. This caster is built so that it 
can be fitted with various types of wheels. 





HE Porter-Cable Machine Company, Syracuse, 

N. Y., has placed on the market a new hand 
power saw, the “Speedmatic Saw.” This saw has no 
gears as the blade is mounted direct on a motor 
armature which runs on two precision ball bearings 
of the unit type with dust seal. The bearings have a 
load capacity of 100 pounds and are _ lubricated 
through two grease cups. The guard has capacity 
for an 8-inch blade which will cut a maximum ver- 
tical depth of 2% inches, or 234 inches at a 45 de- 
gree angle; it is cut away at the point where the 
blade enters the wood, thereby permitting accurate 
cutting as the blade is easily visible. The saw is 
powered by a universal motor of ™“%-horse power 
rating, and can be operated on any correct volt- 
age alternating current of 25-60 cycles, or direct 
current. The system of cooling employed blows 
the sawdust out and away from the operator, thus 
keeping the work clean and preventing the guard 
from becoming clogged and inoperative. 
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AIRPLANE VIEW OF “THE LARGEST AND MOST MODERN SHOVEL PLANT IN THE WORLD” 








Progress Pays Baek 


wut the lowly shovel no skyscrapers, 
no railroads, no mines would exist. Pro- 
gress owes a mighty debt to shovels . . . and she 


is paying back in full. 


This massive modern plant of The Wood Shovel 
and Tool Company is Progress’ contribution to 
the shovel industry. Here, thousand upon thou- 
sand of Wood shovels {“Moly,” “Big Fist,” 
““Piqua”} are produced with uniform toughness 
and hardness—with even hang and balance. Buy- 
ers and users, alike, are quick to perceive their 


economy in wear — their efficiency in service. 


THE WOOD SHOVEL AND TOOL CO. 
PIQUA, OHIO 
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New and Improved Industrial Products 








HE Foley automatic saw filer, manufactured by 

the Foley Saw Tool Company, Incorporated, 
Minneapolis, Minnesota, files hand saws, band 
saws % inch to 4% inches wide, cross-cut circular 
saws from 3 inches to 24 inches in diameter, and 
saws with any size teeth from to 16 points to 
the inch. The machine is adjustable so that any 
desired hook can be put on band saws, and cross- 
cut saws can be filed with the proper bevel. By 
the action of the machine, the saw is jointed—all 
teeth are brought to uniform height, size, and 
spacing, at the same time the saw is filed, thus 
making every tooth cut. 





HE engineering departments of 
Company, Greenfield, Mass., 
have developed a compact, %-inch electric drill 
weighing 4 pounds, 3 ounces, and having an overall 
length of 1134 inches. The motor can develop 
more than enough power to drive the drill to 
its rated capacity. The no load speed of the chuck 
spindle is 1700 revolutions per minute, and the full 
load speed, 850 revolutions per minute. The double 
speed reduction is accomplished through a chain of 
wide faced gears made of special alloy steel, heat 
treated. The drill has a full ball bearing spindle, 
two sets of ball bearings being provided to take 
care of both the thrust and radial loads. The 
aluminum castings are ribbed as is the pistol grip, 
thus enabling the operator to maintain a firm grip. 
The straight line design of the drill permits drill- 
ing in very close quarters. Twelve feet of rubber 
covered cable and an unbreakable rubber plug are 
furnished with each drill. The drill is supplied for 
either 110 or 220 volts alternating current or direct 
current. 


and 
the Goodell-Pratt 


research 








HE Wodack Electric Tool Corporation, 4627 

West Huron Street, Chicago, has_ recently 
placed on the market the Wodack junior model 
“K” portable electric hand-saw, for cutting any 
board up to 254 inches. Its compact construction 
is featured by a sawdust blower for perfect vision, 
convenient trigger switch, momentary contact, rip 
gauge to save marking board to be sawed, and 
depth gauge easily adjusted by one wing nut. Ac- 
cessories include 15 feet of extension cord, one 
pound can of lubricant, grease gun, steel carrying 
case, adjustable depth gauge and rip gauge. 





HE 
Maryland, is introducing a new method of con- 
suming the head of the rivet and the body of the 


Alexander Milburn Company, Baltimore, 


rivet in its new rivet piercing tip. The tip is 
centered over the rivet head and the head pre- 
heated to a melting point. This operation leaves 
the remains of the rivet head in the shape of a 
ring. Simultaneously with the cutting oxygen jet 
the body of the rivet is pierced and due to ex- 
pansion or contraction of the plate the rivet drops 
out, or is easily backed out. 





HE Morse Twist Drill and Machine Company, 

New Bedford, Massachusetts, is now furnishing 
die makers reamers, number 678. This taper die 
reamer is designed especially for die makers’ use. 
The taper on the reamer is % degrees included 
angle, approximately .013 inches per inch. In lay- 
ing out a die, holes can be drilled close together, 
outlining the shape desired, then reamed by this 
Morse die reamer until the holes run together and 
the central piece drops out. The reamer can then 
be run along the outline of the die edge as a spiral 
mill and the resulting clearance is correct for the 
finished die. The rapid action of this reamer and 
its freedom from chip clogging are two of its 
valuable features. 
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PROFITABLE 
REPEAT 
BUSINESS 


thrills leading 
Mill Supply Distributors 


‘\HROUGH the cooperation furnished dis- 
tributors, the Merritt Products Company al- 
ways makes it possible for the distributor to 
re-order before payment for the initial order is due. 

This proves the money-making value of OAPAL- 
ITE and PAOLITE and the actual demand. 
OAPALITE and PAOLITE are big sellers in 
the most highly competitive markets of the United 
States. Acquaint yourself with the sales possibil- 
ities of OAPALITE and PAOLITE. Don’t 
lose thousands of dollars per year in revenue, or 
withhold from your customers a product for which 
they have positive need. Full descriptive literature 
and price lists furnished upon request. 


MERRITT PRODUCTS CO. 
1664 Wright St., Chicago, IIl. 













OAPALITE 
cK 


weatherproof, acid and alhalt 





pur beroneics 


Seehausen-Wehrs, Chicago, Il. 

Great Lakes Supply Co., Chicago, Il. 
Cleveland Tool & Supply Co., Cleveland, Ohio. 
House-Hasson Hardware Co., Knoxville, Tenn. 
W. C. Du Comb Co., Inc., Detroit, Mich. 

M. D. Larkin Co., Dayton, Ohio. 

Aretz Glass & Paint Co., Aurora, Il. 
Ritschard Co., Elgin, Il. 

Woodbury Book Co., Danville, Tl. 
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NEW 


inches by 





vA 





inches with % 





Master 


-inch flat face 


HE “Make-Shur” thread 

sbutton set is a new out 
fit produced by the National 
Machine Tool Company, Ra- 
cine, Wisconsin, for the pur 
pose of marking out blind 
holes accurately. The set is 
particularly designed for lo- 
cating holes for body screws 
in a plate which is to be 
secured to a piece in which 
the threaded holes do not 
extend all the way through. 
All punches are ground from 
the thread, and sets are 
manufactured in various 
sizes. The four thread cen- 
ter punches are held in a 
holder that may be used 
also as a socket wrench for 
inserting a threaded button 





portable motor grinder has re- 
4A cently been produced by The Master Electric 
Company, Dayton, Ohio. The grinder is equipped 
with a 6-inch rag buffing wheel on one end with 
the regular grinding wheel on the other; a wire 
brush for scratch work can also be secured. The 
unit is equipped with a toggle switch and 10 feet 


of reinforced cord with a plug for connecting it 
to the light socket. Several distinctive features of 
the grinder are: the wheel guard, complying with 
safety regulations but removable when necessary; 
the tool rest capable of being adjusted for any 
angle or removed; the cast iron base which can be 
bolted to the bench; the face beveled at a 45 de- 
gree angle giving % inch of beveled surface for 
grinding long knives; and the grinding wheel, 6 


and bevel. 





New and Improved Industrial Products 














Walt “Wonder Worker,” 
manufactured by the De Walt Products Cor- 
poration, Leola, Pennsylvania, is a 5-horse power, 
220-volt, 3-phase machine, which makes possible 
the delivery of 50% more power to the work. The 
wood worker rips 4-inch fir at the rate of 50 lin- 
eal feet per minute; cross-cuts 6-inch material, and 
can be switched instantly from cross-cutting to 
ripping without turning off the power. The cut- 
ting tool is completely guarded in all positions. 
The machine is portable, weighing 340 pounds. 


HE model “D” De 

















HE Stephens-Adamson Manufacturing Com- 
pany, Aurora, Illinois, has standardized on the 
multiple V-belt drive for its Sinden centrifugal box 
car loader. The loader is a compact, one-man 


machine for loading bulk materials into -box cars 
and consists of a short endless conveyor belt driven 
at high speed. The belt is given a concave bend 
on the carrying run by two discs which touch only 
at the outer edges. Material is dropped between 
the discs and meets the belt traveling in the same 
direction. As the load follows around the inside 
of the curve, céntrifugal force causes it to cling to 
the high speed belt from which it is thrown to the 
ends of the box car. The multiple strand V-belt 
operates quietly and without vibration. The wedg- 
ing action of the V-belt in the grooves prevents 
slippage even under dusty conditions. 
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A Finer, Tougher 
Cap Screw 


Made by the Kaufman Method, patented, 
the Cleveland Cap Screws you buy are 
made to a standard of strength and ac- 
curacy seldom obtained in large pro- 
duction. A Class 8 fit is our standard! 
Packed in kegs and cartons for quick 
shipment from seven convenient ware- 
house points and the factory. Send for 
samples, Price List and Catalog C. 


THE CLEVELAND CAP SCREW CO. 
2925 East 79th Street Cleveland, Ohio 
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What’s the News 
Abar Manufacturers 


A department where manufacturers may announce new litera- 





ture, changes in personnel, news of executives or salesmen, 


changes in quarters, or any other facts of interest to the trade. 


Photographs or cuts are especially desirable. 


Changes in Personnel of 
Black and Decker 


HE Black and Decker Manu- 

| facturing Company, Towson, 

Maryland, has made several 

changes in its salesmen, effective Oc- 
tober 1. 

Phil Lund has been appointed to 
cover the territory formerly trav- 
eled by Arch Roth. The Black and 
Decker Company regrets losing Mr. 
Roth who is leaving to enter the 
aviation industry. 

F. <A. Weisenberger succeeds 
W. R. Cantell in the Pittsburgh ter- 
ritory, covering western Pennsyl- 
vania and West Virginia; J. W. 
Henderson succeeds Martain 
in northeastern Texas and northern 
Louisiana, and S. B. Holmes suc- 
ceeds H. B. Morrow, in Canada, 
covering the provinces of Alberta, 
British Columbia, Manitoba, and 
Saskatchewan. 

Ernest C. Adams will cover the 
territory in Alabama, southern Lou- 
isiana, Mississippi and western Ten- 
nessee, which was formerly covered 
by B. L. Brown. 


Ross 


A. M. Rebman has swapped ter- 
ritories with A. L. Proctor. Mr. 
Rebman is now covering Florida 
and Georgia, and Mr. Proctor, Vir- 
ginia and the District of Columbia. 

C. R. Gordon, Toronto, has been 
appointed a junior salesman, and 
will cover jointly with Mr. Ratz, 
that territory adjacent to the prov- 
ince of Ontario. 


New Chicago Plant for Gears 
and Forgings 

Gears and Forgings, Incorporated, 
Cleveland, Ohio, have recently ac- 
quired from The Austin Company a 
new plant for their Chicago opera- 
tions, to be managed by F. W. Sin- 
ram. In acquiring this plant, the 
corporation is following plans made 
at the time of its inception early in 
1928. At this time it acquired the 
interests of the William Ganschow 
Company of Chicago and Peoria, 
Illinois; the Van Dorn and Dutton 
Company of Cleveland; the Ohio 
Forge Company of Cleveland; and 
the Fawcus Machine Company of 











The new Chicago plant of Gears and Forgings, Incorporated, Cleveland, Ohio, 


is a one-story daylight construction type with a monitor through the center aisle. 


The division offices will be located on the second floor. 





Pittsburgh and Ford City, Pennsyl- 
vania. 

The new plant is located at 2108- 
2120 North Natchez Avenue and is 
in two units consisting of between 
30 and 40 thousand square feet of 
manufacturing space. Ultimately all 
of the company’s operations in Chi- 
cago will be concentrated here. 

To facilitate service to customers 
in the Chicago district, the Chicago 
branch office will be located at the 
new plant. Mr. C. F. Goedke, Chi- 
cago District Sales Manager, will 
move from 1001 Washington Bou- 
levard as quickly as possible. 


7 * 


> * 
Wappat Gear Works Now 
Wappat, Incorporated 

A booklet called “Fifteen Years 
Ago and Today” has recently been 
distributed, announcing that the 
firm incorporated in 1918 under the 
name of Wappat Gear Works will 
now be known as Wappat, Incorpo- 
rated. 

The former organization, with 
F. W. Wappat president and mana- 
ger, continues intact, but, since be- 
coming a division of the Simonds 
Saw and Steel Company, recently 
new tools have been added to the 
Wappat line and the gear business 
has been discontinued, thus making 
their former name a misnomer. 


k * sk 


Walworth to Acquire West- 
cott Valve Company 

The directors of the Walworth 
Company, Boston, have voted to ac- 
quire the Westcott Valve Company, 
East St. Louis, illinois, by issuing 
14,000 additional shares of common 
stock to be used in payment. This 
stock will be conveyed to a sub- 
sidiary corporation, the entire cap- 
ital stock of which will be held by 
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OR more than 30 years Linear has confined production and research to 

Piston and Sheet Packings for all possible machine requirements. 
During that period, Linear has met and solved countless problems of ma- 
terial and design. Distributors receive our cooperation here, wherever 
needed; and where difficult merchandizing is involved, Linear stands back 


of you. . . which means that you may consult Linear upon any problem 
whatever, concerning Packing. We stress this. It is part of Linear 
Service. 


One Key 


—is a knowledge of your manufacturer’s re- 
source. The “standard” Linear Line is con- 
tained in this catalog; and of course, we 
manufacture all types of piston and sheet 
packings. Linear Packings are sold ‘For 
Resale Only.” 
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MARVEL 


High - Speed - Edged 
HACK SAW BLADES 


are made by a patented electric process by 
which teeth of High Speed Steel (18% 
Tungsten) are integrally welded to a tough 
unbreakable back. They have the cutting 
qualities of the finest High Speed Steel 
Blades, are made in sizes for all power 
hack saws, yet cost no more than ordinary 
high speed steel blades. 


Guaranteed Unbreakable 
MARVEL Blades are guaranteed absolutely 


unbreakable—even in case of accident or 
machine jam. They can be safely recom- 
mended for any job, are sure to give com- 
plete satisfaction and build steady repeat 
business. 


Armstrong-Blum Mfg. Co. 
“The Hack Saw People” 


353 N. Francisco Ave. 
CHICAGO, U.S. A. 




















Belmont Packing and Rubber Company plant, Philadelphia, showing the new 


additions made recently, bringing the manufacturing space up to approximately 
110,000 square feet. 





Walworth Company, thus bringing 
Walworth’s outstanding common 
stock to 316,825 shares. 


* 


Changes in Republic Rubber 
Sales Department 
The Republic Rubber Company, 
at a meeting of its board of direc- 
tors on September 20, made sever- 
al changes in its sales department. 
J. P. Bird was made assistant to 
the vice-president in charge of sales; 


H. FF. Morneweck, formerly chief 
clerk, was made assistant manager 


aad PF. £. 
Lesher was advanced to the posi- 
tion of chief clerk. 


of mechanical sales, 


In the production department, 
H. W. Croysdale was elected vice- 
president in charge of manufactur- 
ing. His 
recognition of his success since com- 
ing to the Republic Rubber Com- 
pany in September, 1927. 


election was in special 


A. F. Jenkins in Europe 

Alexander F. Jenkins, president 
and treasurer of The Alexander 
Milburn Company, Baltimore, Mary- 
land, sailed for England on Satur- 


day, October 12. He left on the 
S. S. Leviathan for an _ indefinite 
Visit. 

* * 


A Tough Break for Gay 


Lucien Gay, of the Norton Com- 


pany, Worcester, Massachusetts, 
was forced to hobble around with 
a cane for a couple of months, as 
a result of a broken ankle. With 
Mrs. Gay, he was _ sightseeing 


around Montreal early in August. 


A tally-ho in which they were 
riding went into the ditch with 
more or less disastrous results. 





Belmont Company Enlarges 
Its Plant 


New additions made to the plant 
of the Belmont Packing and Rub- 
ber Company, Philadelphia, Penn- 
sylvania, bring the manufacturing 
space up to approximately 110,000 
square feet. 

The complete line of Belmont 
Packings is produced in this plant, 
from the crude materials to the fin- 
ished products. Besides carding 
and spinning the asbestos yarn and 
hackling and spinning flax, the com- 
pany also has a complete rubber 
plant. 


Complete Catalog Issued by 
Milwaukee Brush 


Milwaukee Brush Manufac- 
turing Company, 770-790 Thirtieth 
Street, Milwaukee, Wisconsin, has 
recently published a very complete 
catalog which will be of interest to 
the mill supply field. This catalog, 
number 29, contains illustrations of 
the many types of brushes and 
brooms for general and special in- 
dustrial use, with detailed informa- 
tion as to each particular product, 
for the convenience of distributors. 


The 


New Appointments to Good- 
ell-Pratt Sales Force 

Three new appointments have re- 
cently been made to the sales force 
of the Goodell-Pratt Company, 
known as the “Toolsmiths,” Green- 
field, Massachusetts. 

On July 16, Mr. Joseph 
son, 205 South Marlborough Street, 
Detroit, was added to the staff to 
cover the state of Michigan. Mr. 
Jacobson will work out of Detroit. 

In New York, Mr. John H. Metz, 


Jacob- 
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9530 130th Street, Richmond Hill, 
long Island, has taken over the ter- 
ritory formerly aSsigned to Mr. 
FE. C. Mesloh. *. 
in the states of Texas, Oklahoma, 
louisiana and Arkansas, the F. J. 


COLOCLOOOOLOLOLOY 


To meet the growth of business | 


eller Company, Capps Building, | 
Dallas, Texas, with a force of six | 


salesmen, has been appointed to suc- 
ceed Mr. Newhall in that territory. 
* * * 
New Listing of Atkins 
Blades 

A complete listing of the proper 
Atkins silver steel blue end blade 
for all types of work has been made 
available by the manufacturers, 
If. C. Atkins and Company, Indian- 
apolis, Indiana. 

This convenient record is listed 
on one long, column-wide sheet, ap- 
propriately printed on a form rep- 
resenting one of the Atkins blue end 
blades. 

* * * 
Dayton Rubber Issues Com- 
plete Catalog 

A\ new catalog is now available 
listing the complete drives made by 


The Dayton Rubber Manufacturing | 


Company. This classification, 1n- 
cluding the cog-belts and pulleys, is 
compiled in a standardized form to 
meet practically any condition with- 
out calculation. Special drives for 


the unusual application can be cal- | 


culated from data given. 
* * * 
Abrasive Company Exhibit at 
Metal Exposition 
The Abrasive Company, Philadel- 
phia, showed a complete line of 
grinding wheels for almost every 


operation at the National Metal Ex- 
position and the Machine Tool | 


Builders Exhibit, held in Cleveland | 


during September. 

The Abrasive Company featured 
especially a showing of electrolon 
wheels for grinding tungsten carbide 
tools and a high speed red center 
wheel for snagging steel castings. 

* * * 
Wheelbarrow Simplification 
Recommendation 
The Division of Simplified Prac- 
tice of the Bureau of Standards, 
Department of Commerce, has just 
announced that Simplified Practice 
Recommendation number 105 on 
wheelbarrows, should be considered 
as in effect, signed acceptances hav- 
ing been received from a sufficient 





For men who 
use them daily, 
ARMSTRONG 


Drop Forged 
Wrenches 





Where wrenches are used continuously, where each day they must 
| do a full day’s work, ARMSTRONG Wrenches are usually found. 
| Men who earn their living with wrenches, whose safety depends on 
the positiveness of a wrench’s grip, on its strength, its dependability, 


prefer ARMSTRONG Wrenches, 


wrenches can always be counted on. 


for they know that these 


ARMSTRONG Wrenches are drop forged from carefully selected 
steel that gives both strength and stiffness. They are of improved 


designs that give them a handiness, a 


balance, a “feel” that quickly 


distinguishes them from ordinary wrenches. Jaws are accurately 
milled. Heat treating and hardening prevents jaws from burring or 


ARMSTRONG 


Drop Forged 
‘Wrenches 


come singly or in 
matched sets. 
All standard 


millings. 









A large stock of 
blanks is always on 
hand that orders for 
wrenches of _ special 
openings can be 
promptly delivered. 


It pays to carry all ARMSTRONG lines, 
to cash in on the ARMSTRONG repu- 
tation and standing. ARMSTRONG 
products are widely advertised, widely 
used. Write today for Catalog B-27 which 
shows and describes all ARMSTRONG 
Tools. 


rounding. ARMSTRONG 
Wrenches are of uniform 
quality, are uniformly _fin- 
ished in black enamel with 
heads ground bright. They 
are the standard wherever 
fine wrenches are used. 


Made in 29 patterns 
—all practical sizes. 


Armstronc Bros. Toot Co. 


“The Tool Holder People” 


305 N. Francisco Ave., 
CHICAGO, U. S. A. 





RMSTRONG 
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number of members of the industry 
to insure the adoption of this sim- 
plification program. 


This action on the part of the 
Division of Simplified Practice is 
in conformity with a_ resolution 


passed by representative manufac- 
turers, distributors, and of 
wheelbarrows at the general con- 
ference held at the Department of 
Commerce on April 26, 1929, where- 
by the recommendation was to be- 
come effective upon the receipt of 
the signed acceptances from 80% of 
the total volume of the industry. 


users 


* * * 


Saginaw Issues Bulletin on 
Conveyor Equipment 

A bulletin on conveyor equipment 
which has just been published by 
the Saginaw Stamping and Tool 
Company contains a good deal of 
specific information, valuable to an 
organization installing its first con- 
veyor system, and also to plant ex- 
ecutives experienced in conveyor op- 
eration. 

A valuable feature of the book 
is the introduction in which the 
latest analysis on conveyor problems 
is made. 

The closing pages of the bulletin 
treat in detail a new belt conveyor 


idler design which is an_all-steel 








“Inasmuch as I am in the sand paper 
business, I will try and look rough,” 
says F. L. Patten, who is plenty hus- 
ky, at that. Mr. Patten represents the 
United States Sand Paper Company, 
Williamsport, Pennsylvania, with head- 
quarters in Detroit. The picture was 
taken in Lansing, Michigan. 









unit fully rust-proofed to meet the 
most severe weather conditions. It 
has a maximum structural strength 
and is mounted throughout on ball 
bearings and thoroughly protected 
against the dust and grit, unavoid- 
able in conveyor belt operation. 

* * * 


Clemson Sales Meeting in 
Atlantic City 

Clemson Brothers, Incorporated, 
Middletown, New York, held its 
annual sales convention in Atlantic 
City, New Jersey, at the Hotel 
Strand from October 21 through 
October 23. 

These dates were selected because 
at that time the company’s execu- 
tives and salesmen were in Atlantic 
City to attend the joint convention of 
the National Hardware Association 
and the American Hardware Manu- 
facturing which 


Association, was 
also in session that week. 
* * * 


New Bulletins of South Bend 
Lathe Works 

The South Bend Lathe Works, 
South Bend, Indiana, has just issued 
bulletins number 9 and number 22, 
fully-illustrated, two-colored books, 
describing its new model 9-inch 
regular and 9-inch junior lathes. 

Bulletin number 9, covering the 
regular lathe, devotes one section to 
construction, manufacture, and in- 
spection, and another to the varied 
uses for the lathe. Practical attach- 
ments for adapting it to milling, 
keyway cutting, and grinding are 
described and priced. 

Bulletin number covers the 
junior lathe which is of the same 
quality as the other machine but de- 
signed particularly for use in the 
small shop and sold at a popular 
price. 

Both books contain information 
on use of the lathes for tool room 
and manufacturing purposes. 
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* * * 


Osborn Builds Addition to 
Cleveland Plant 

The Osborn Manufacturing Com- 
pany, 5401 Hamilton Avenue, Cleve- 
land, has placed a contract with The 
Hunkin-Conkey Construction Com- 
pany for a new factory and office 
building to adjoin the present plant. 
Construction will start at once, ac- 
cording to Mr. Franklin G. Smith, 
president and general manager. 


The new building will increase 





C. W. Titgemeyer, vice-president, The 
Osborn Manufacturing Company. 





the company’s production and office 
space about 25%. The three lower 
floors will be used for expansion of 
manufacturing facilities and the top 
floor to provide additional space for 
general offices. 

The two divisions of the com- 
pany, both brush and machine, will 
benefit by the expansion program. 


Seventh Addition to Toledo 
Pipe Threading Plant 
The seventh addition to the plant 
The Toledo Pipe Threading 
Machine Company, Toledo, Ohio, is 
in the process of construction. This 
new two-story addition, occupying a 
ground area 60 by 145 feet, will 
enable them to take care of a great- 
er volume of trade. 


of 


Personnel Activities of the 
Gardner-Denver Company 
Several of the personnel of the 

Gardner-Denver Company, Quincy, 

[llinois, have made changes in their 

location, some only temporarily and 

others permanently. 

J. W. Gardner, chairman of the 
board of directors of the company, 
has just returned from a trip to 
Europe, where he visited England, 
Norway, Sweden, and France. 

E. F. Terry, chief engineer of the 
Denver, Colorado, plant of the com- 
pany, returned a few days ago from 
a trip which included the principal 
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cities in South Africa and- Europe. 

C. S. Stevenson, sales manager in 
Canada, has moved from Cobalt to 
Toronto, where the main sales office 
has been located, and Hal Crumb- 
liss, sales representative of the St. 
Louis territory, has moved to El 


Paso where he will cover southern | 


New Mexico and Chihuahua. 


Stauble and Gregory in New 


Positions 
W. C., “Bill,” Stauble, Detroit, 
and R. E., “Russ,” Gregory of 


Evanston, Illinois, both formerly 
with The Allen Manufacturing Com- 
pany, are now connected in an off- 


cial capacity with The Holo-Krome | 


Screw Corporation of Hartford, 
Connecticut. The news of their new 
connection will no doubt be pleasing 
to their many friends throughout 


the trade. 


American Leather Belting 
Meets in Chicago 

The American Leather Belting 
Association held a dinner meeting 
at the Hotel Stevens, Chicago, on 
Thursday, October 31, at 6 o'clock. 
Arrangements were made by vice- 
president, Edward H. Ball, of the 
Chicago Belting Company. 

* 

Clemson Plan of Selling 
The Clemson plan of selling ad- 
vanced by Clemson Brothers, In- 


corporated, Middletown, New York, | 
recognizes the following points: 1. | 
The Hardware and Mill Supply dis- | 
tributors are the legitimate mediums | 
Manufacturers | 
selling direct to consumers are in | 


of distribution; 2. 


competition with their distributors ; 


3. Suggested re-sale prices should | 


yield just profits to the jobber; 4. 
Manufacturers should lend fullest 
cooperation in solving distribution 
problems affecting distributors’ and 
manufacturers’ mutual interests, and 
5. Constructive activities should be 
employed to assure the maintenance 
of a stabilized market. 

* x 


New Use for Rotary Pump 


An unusual use of a rotary pump | 


is made by the George D. Roper 
Corporation, Rockford, _ Illinois, 
which supplies the Scott Viner Com- 
pany, Columbus, Ohio, with Tra- 


hern rotary gear pumps for operat- | 
ing a new type of pea washing and | 
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For Less Than 
the Price of 


a Good Cigar 








You can place Mill Supplies each 
month, into the hands of every one of 
your salesmen! 





Page through this issue. You will find 
much of vital interest and value for your 
men in every column. The selling point- 
ers to be obtained from this one number 
alone will be worth several times the 
subscription cost to you. 





Subscribe for all of your men today. 


If you send us five or more subscrip- 
tions, we will make you a special rate. 
Send your order today to: 





MILL SUPPLIES 
520 No. Michigan Ave. Chicago, Illinois 


(Please do not write us you’d rather have the cigar!) 
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sectional steel 


in place by lugs. I 
wear on oval faces, 
when changing belt 
Manufactured by a 
Jobber’s Profits. 


Flexible Steel 


4643 Lexington Street 














“JUST A ’ 
HAMMER TO 
APPLY IT” 






ented) of Alligator Steel Belt I 


in England at 135 Finsbury Pavement, London E. C. 2 


STEEL BELT LACING 





rocket hinge pin (pat- 
acing is held 
t rocks with minimized 
and can be pushed out 
length. 

House that Protects the 


Lacing Company 
CHICAGO, ILL. 











For Your 
Protection and Ours 

















Features that sell 
WAPPAT Electric Handsaws 


Safety—thepatented auto- 


matic telescoping 
safety guard completely encloses 
the blade, protecting the operator 
and other employees. 


Durable—<«signed and 


built to give 
long service. Constructed to 
withstand rougher handling than 
it will ever get. 


Powerful—«auirred 


withamotor 
that has plenty of power to do 
heavy work without danger of 
overloading and becoming dam- 
aged. 


Name 


Address eS 


City 


Speed—*ees the work of 


ten men with 
handsaws. Saves labor costs and 
speeds up work, eliminating 
waiting time. 


Portable—: easier to 


carry the saw 
to the lumber than the lumber 
to the saw. Can be utilized by 
many departments. 


Economical—!! hese 


features 
together with the low operating 
cost, make it possible to save 


the original cost within a short ' 


time. 


| INCORPORATED 


Division of Simonds Saw 
and Steel Company 


7524 Meade Street 
s PITTSBURGH, PA. 

















elevating machine manufactured by 
the Scott Viner Company. 

The elevating and washing medi- 
ums are air and water, suds without 
soap, and it is in these two opera- 


tions that the Trahern pump is 

used. The pump consists of two 

sets of rotary pumping gears placed 
side by side in a single housing. 

One of the pumps in the unit pumps 

the water to elevate the peas and 

the other removes the water remain- 
ing in the cylinder after the peas 
have been discharged. 

The pump unit also helps keep 
the machine in a clean and sanitary 
condition, as the water which is 
pumped not only washes the prod- 
uct, but at the same time washes 
the tubing and the machine. 

* * x 

New Poole Hand Book 

A flexible coupling hand book 
has recently been published describ- 
ing and illustrating the various 
types of flexible couplings manufac- 
tured by the Poole Engineering and 
Machine Company, Baltimore, Mary- 
land. In compiling this book the 
company has produced a complete 
summary of their line in an attrac- 
tive form. 

New Chicago Offices for 
American Chain Company 
The removal of the Chicago off- 

ces of the American Chain Com- 

pany, Incorporated, and Associate 

Companies on September 28, to new 

quarters on the seventeenth floor of 

the Chicago Daily News Building, 

Room 1765, has been announced. 
This move on the part of the 

American Chain Company further 

centralizes the Chicago offices of 

several of the companies associated 
with it. 

The Associate Companies affected 
include Ford Chain Block Company, 
Highland Iron and Steel Company, 
The Manley Manufacturing Com- 
pany, Page Steel and Wire Com- 
pany, Reading Steel Casting Com- 
pany and Wright Manufacturing 
Company. 

Hill-Curtis Company Adopts 

New Name 

W. C. Hammond, president of the 
former Hill-Curtis Company, Kal- 
amazoo, Michigan, announces. that 
the company has found it fitting to 
adopt the name of Hammond Ma- 
chinery Builders, since, for twelve 
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years, he has been owner of the 
Hill-Curtis organization. This an- 
nouncement has been made through 
the distribution of folders captioned 
“A New Ship With an Old Pilot 


and Crew. is 


Nelson with U. S. Electrical 
Tool 

The United States Electrical Tool 
Company, Cincinnati, has added 
Rudolph Nelson to the staff of field 
men at the Chicago branch organi- 
zation. Mr: Nelson is a graduate 
of Scandia Institute, Chicago, where 
he specialized in technical and elec- 
trical subjects, and for the past 
several years he has operated a re- 
tail store and service shop of his 
own in Chicago. 





Rudolph Nelson, new field man on the 
staff of the United States Electrical 
Tool Company. 


Master Electric Company 
Expanding 

Everett P. Larsh, president of the 
Master Electric Company, Dayton, 
Ohio, recently announced an expan- 
sion program for the company, 
which includes the purchase of the 
Burkett Closed Body Company’s 
plant at 541 Master Avenue, Day- 
ton, the erection of two new addi- 
tions to the present Master Electric 
plant, and the addition of 400 new 
employees to the firm’s payroll. 

The three-story modern factory 
building of the Burkett Closed Body 
Company was acquired at an ap- 
proximate cost of $100,000 and will 
add more than 50,000 square feet 
of floor space to the 250,000 now 





How About 
the 
Wheels Used 

on the 
Bench 
Stands? 


You can increase your sales volume and also your profit by 
directing attention to the large percentage of wheels sold 
to be used on bench stand grinders. 


As a rule when your customer orders this type of wheel he 
expects it to grind a variety of work...... to grind fast, free 
and yield maximum life. 


Sell him Abrasive Wheels. They measure up to the stand- 
ards above. Open and porous in structure, these wheels of 
Borolon and Electrolon give a greater freedom of cut, while 
the tough, sharp edged Abrasive grain, held in a strong bond, 
holds up longer. 


ABRASIVE COMPANY 


DIVISION OF SIMONDS SAW AND STEEL. COMPANY 
Tacony and Fraley Sts. 
CHICAGO PHILADELPHIA, PA. DETROIT 
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to Increase Your Sales and Profits 


ODGE is offering dealers a service not heretofore available. The 

Dodge Belt Conveyor Catalog is in reality a 168-page engineering 

hand book filled with charts, specifications and other data. It provides 

immediate help for solving problems on the job instead of waiting for data 
to be searched out by the engineering department. 


You will find it very much to your advantage to have this book for con- 
stant reference. Furthermore it will assist you materially to have one in 
the hands of each of your customers. 


If you are not already taking advantage of this extra Dodge Service, send 


for the book and let us show you how to use it to help build sales and 
profits. 
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DODGE MANUFACTURING CORPORATION 








ost \o \Viore 


ROAD national acceptance by engineers who wanted 
the best at any price has so increased the volume of 
Dodge Cast Iron Rolls that reduced prices are possible. 


The six Dodge features, which together in one product 
form an exclusive combination of quality advantages, con- 
tribute to the constantly growing acceptance of Dodge 
Cast Iron Rolls. Study these features carefully—and re- 
member—they cost no more. 


Now with a better product that costs no more, Dodge 
dealers from coast to coast anticipate an even greater vol- 
ume of material handling equipment business. 


Write for Belt Conveyor Catalog A-108—and the details 
of our plan which has helped dealers increase their con- 
veyor equipment volume. 


and Now 


DODGE Cast Iron Rolls 


Six Features 


1 Timken Tapered 
Roller Bearings 


Dust proof  con- 
struction 


One-piece rolls 


2 

3 | 
Unit roll inter- | 

4 changeability 

5 

6 


Convenient, ,posi- | 
tive lubrication 


Steel-sealed against 
loss of lubricant 











Mishawaka, Ind. 
Factories at MISHAWAKA, Ind., and ONEIDA, N.Y. 









Do, 
Product. 





Please send me the NEW Dodge Belt 
Conveyor Catalog A-108 


1 Raa ered ONE IE RT SAR a ERENT 
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PORTABLE 
ELECTRIC 


enclosed unit construction keeps 
dust-proof, smooth-running and 


A new type of 
ball bearings 
long-lived. 


The Clements Cadillac is built by Clements and 
not merely assembled. Each part is designed to 
meet the exact requirements of our Blowers. 
Clements Cadillac Blowers clean efficiently the 
most delicate machines, with clean, dry air and 
with the utmost safety. 

They may be used to blow, suction clean or 
spray insecticides and paints. 

This pioneer portable Blower is answering all 
cleaning requirements in twenty thousand large 
and small industries. 


Clean this modern, eco- 
nomical and safe way. 
Let Clements crafts- 
manship protect you. 


Write for folders 
giving prices, spe- 
cial vacuum 
cleaning and 
spraying attach- 
ments and listing 
various uses. 





ULDEST AND LARGEST MANUFACTURERS OF PORTABLE ELECTR: 





Cadillac | 
BLOWER, 


e~2 Freedom From Repajrs 





















ULTON ST, 
Aa Oo. 
Ic BLOWERS 





A Rapid 
Seller 
With Liberal 


Discounts. 


Live 
Distributors 
Wanted For 
Territories 
Not Already 


Covered. 


Market 
Hasn’t Been 
Scratched. 


Hundreds of 
thousands of 
prospective users 
of CLEMENTS- 
Cadillac Blowers 
are being con- 
stantly reached 
through advertise- 
ments like these. 
Cash in on this 
publicity. 
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Hollow Set and Cap Screws 


They fit into the industrial picture as the biggest little 
things in machine-assembling. Staunchest aids in setting- 
up tool units. Mainstays in maintaining production without 
interruption... And so they have the “call’’—industry-wide. 


The Allen Mfg. Company, Hartford, Conn. 
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occupied by the Master Electric 
Company. 

Before January, 1930, it is 
planned to complete the additions 
which are being made to the foun- 
dry and offices of the 
present plant at a cost of a quarter 
of a million dollars. 

The Master Electric Company 
has grown to its present develop- 
ment in 9 years, having been organ- 
1920. Other officers of the 
company besides Mr. Larsh, presi- 
dent, William R. Clements, 
vice-president, who is in direct 
charge of the sales of the company ; 
Joseph A. Wortman, secretary, and 
Ifomer E. Kline, treasurer. 


executive 


ized in 


are. 


* 


New Friction Clutch Bulletin 
Issued by Kinney 

Bulletin K-4, descriptive of fric- 
tion clutches manufactured by the 
Kinney Manufacturing Company, 
Boston, has recently been brought 
out by this company. The book has 
20 pages and contains detailed de- 
scriptions of the company’s line, to- 
gether with diagrams and_ illustra- 
tions. 


Winchester Represents 

Wooster Brush in West 

The Wooster Brush Company, 
Wooster, Ohio, is now represented 
in the Pacific Coast territory by 
Fred IP. Winchester, whose offices 
are in the Sharon building, 55 New 
Montgomery Street, San Francisco. 
Mr. Winchester will cooperate 
with ©. H. Foss, director of sales 
for the Wooster organization, in 
this territory. 


Clark Brothers Move Chicago 
Office 
The Chicago office of the Clark 
Brothers Bolt Company, Milldale, 
Connecticut, is now located at 221 
East 20th Street. The office is in 
charge of D. H. Smith. 


American Association Spon- 
sors Trip 

R. K. Hanson, secretary-managet 
of the American Supply and Ma- 
chinery Manufacturers’ Association, 
with headquarters in Pittsburgh, 
made a trip to the coast during the 
month of October for the purpose 


| of meeting with distributors. His 
| itinerary included New Orleans, 
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Houston, El Paso, Phoenix, Los 
\ngeles, San Francisco, Portland, 
Oregon, Seattle, Spokane, Salt Lake 
City, Denver, Omaha, Des Moines, 
IXansas City, Missouri, and Chicago. 
*K 1K 
Russell Manufacturing Com- 
pany Opens New Branch 
A. Gerrard, Pacific Coast man- 
ager for the Russell Manufacturing 
Company, with headquarters in San 
francisco, announces another Rusco 
factory branch, located at 1223 
South Olive Street, Los Angeles. 
Kenneth L. Shaw of the San Fran- 
cisco office has been promoted to 
los Angeles as manager of the new 
branch. 


Kellogg Appoints New Dis- 
trict Managers 

The Kellogg Manufacturing Com- 

pany, Rochester, New York, has 

announced the appointment of two 

new district managers. C. W. Mc- 

Donnell will be district manager of 


the middle west, with headquarters | 
at Kansas City, and H. O. Holland 


will be district manager for the New 
England territory. 


Ohio Injector Company 
Builds Addition 


Structure work on a new addition 


to the plant of The Ohio Injector | 


Company, Wadsworth, Ohio, has 
been started. This four-story plant 
will be 280x340 feet in size, and will 
be used for the manufacture of the 
company’s line of brass and iron 
valves. 

It is expected that the building will 
be under cover and ready to operate 
shortly after the first of the year. 


New M. S. A. General 
Catalog 

The Mine Safety Appliances Com- 
pany, Braddock, Thomas and Meade 
Streets, Pittsburgh, Pennsylvania, 
has just issued its new number 4 
general catalog of 160 pages cover- 
ing “Everything for Mine and In- 
dustrial Safety.” 

This new catalog contains a large 


number of illustrations, many of | 


which are reproduced in colors. The 
book is subdivided into a general 
classification of products including 
Edison electric safety cap lamps 
and accessories, permissible shot 
firing devices, Wolf flame safety 





lamps, gas and air measuring de- | 




















SCHIEREN TANNED 
WATERPROOF 


DUXBAK Leather BELTING 


THE MOST PLIABLE OAK-TANNED BELT 


Tt US 


What is a profit for... 
uf not to keep? 


a is the re- 
sult of all your good works. You 
can’t afford to see it frittered away. 
If the leather belt you sell doesn’t 
make good, you must. 


On that basis alone there is no belt 
better to sell than Duxbak. It is 
going to run straight and true on 
the pulleys. It is going to deliver 
every ounce of its rated power capa- 
city. And it is going to last as long 
or longer than your customer ex- 
pects. 


Many Duxbak distributors are find- 
ing our belting sales promotion plan 
a splendid aid. Write for it. Your 
request incurs no obligation 


42 FERRY STREET 
NEW YORK.US.A. 
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at your elbow 


“Mill Supplies Catalog & Directory” will combine in one 
book information concerning all commodities marketed through 
mill supply houses. It will include catalog information of all 
leading manufacturers in the field. In its pages will be concen- 
trated data that heretofore has been spread through hundreds of 
independent catalogs. 


The usefulness, the value and the helpfulness of “Mill Sup- 
plies Catalog & Directory” has been proclaimed by 92% of the 
mill supply dealers themselves; 162 letters were received while 
more than 1100 additional mill supply houses sent in orders for 
copies of the directory. 


b 


With a copy of “Mill Supplies Catalog & Directory,” every 
mill supply dealer will have the entire mill supply industry at his 
elbow. Be sure that your house is on the list to receive one. 
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i This word 
could be spelled 


B-E-S-T 


and mean the same 


One look at a Dart 
Union is all any 
steam power plant 
man needs to see 
that it could not be 
built any better. The 
two bronze _ seats, 
properly ground in, 
with the certified 
malleable iron pipe 
ends and nut all 
speak the language 
of long and satis- 
factory service. 








Screwed 
Flanged 
ELLS 
TEES 


Dart Unions are the 





ers are glad to buy. 





Catalogue by Return Mail 
E. M. DART MFG. CO. 


CRO 








Sales Agents 


THE FAIRBANKS COMPANY 
New York 


Canadian Factory 
Dart Union Co., Ltd. 
Toronto, Canada 


kind of product you | 
are proud to carry, | 
—and your custom- | 


| vices, rock dusting equipment, oxy- 
| gen breathing apparatus, a complete 


line of gas mask respiratory protec- 
tive equipment, gas détectors and re- 
corders, resuscitation equipment, eye 
and head protective equipment, safe- 
ty clothing, safety saws and a com- 
plete line of first aid supplies. 
*k * * 
Book on Simplification of 
Grinding Wheels 

The release of a printed booklet 

the revised Simplified 
Recommendation number 


on Practice 
5 cover- 
ing grinding wheels has just been 
announced by the Division of Simpli- 
fied Practice of the Bureau of Stand- 
ards, Department of Commerce. 


This booklet shows that, of the 
| changes made by the standing com- 
| mittee of the industry at the last 


revision meeting, the most important 
were the further elimination § of 
wheels designated as type number 3, 
tapered one side; type number §8, 
countersunk dovetail; and type num- 
10, dovetail, well 
the development of a standard no- 
menclature for of work in 
the grinding wheel industry. 

the table locations 
and arrangement of cuts were 
made in the book itself. 


ber raised as as 


classes 


Changes in 


also 


Electric Hoist Manufacturers 
Association Meets 

The regular meeting of the 
tric Hoist Manufacturers 
tion was held at Montour 
October 4. 


E lec - 
Associa- 
Falls on 
The next meeting of the 
Association is scheduled to be held 
in New York on November 21. 
Neptune Appoints Eastern 
Distributor 
Neptune Meter 
Island City, New 
nounces the appointment of J. L. 
Stulsaft, 501 Fifth Avenue, New 
York City, as its exclusive distrib- 
utor for all of New York State and 
New Jersey. 


The 


Long 


Company, 
York, an- 


National Industrial Exposi- 
tion in Chicago 

“Waste must might well be 
the slogan for the National Indus- 
trial Exposition to be held in Chi- 
cago, March 3-7, 1930, 
the announcements covering 
class of exhibits desired. 
ing, materials handling, 


or 
go 


according to 
the 
Labor sav- 


new con- 












struction materials and _ designs, 
power transmission and connections, 
safety devices and many other fac- 
tory and industrial appliances and 
supplies which will be on display 
will all tend to emphasize that waste 
has no place in the modern indus- 
trial plant. 

The aim of this show is to pre- 
sent an opportunity for keeping in 
touch with the progress in several 
phases of industrial endeavor. It 
will give a new viewpoint to modern 
industrial efficiency and actual 
eration since many plants built or 
expanded during the last few years 
have included the machinery and 
apparatus for greater and_ better 
production. 

It is with the realization that in- 
dustrial wastes are money 
that the National Industrial E-xposi- 
tion is expected to bring together 
executives of small industries as 
well as large, who are able to rec- 
ognize the importance of the 
gering losses due to inefficiency and 
management. 


Oop- 


losses, 


stag- 
poor 


Philadelphia Belting Issues 
Circular 

A four-page circular on Ark-Vac 
patented leather belting short 
center drives, has been issued by the 
Philadelphia Belting Company, Phil- 
adelphia, Pennsylvania. This piece 
of literature contains a_ table 
planning power drives and 
rules for ascertaining the length of 
a belt when the use of a tape is in- 
convenient. 


tor 


for 


gives 


Behr-Manning Distributing 
Price Book 
Price book number one has recent- 
ly been issued by the Behr-Manning 
Corporation, Troy, New York, cov- 
ering its complete line of coated 
abrasive pre. 


Sales ernie Moved 
to Pittsburgh 
The sales department of the Page 
Steel and Wire Company, manufac- 
turer of Page fence, highway guard, 
welding wire and general wire prod- 
ucts, has been moved from Bridge- 
port, Connecticut, to the American 
Bank building, Pittsburgh. 
Sales of chain link fence will be 


handled by R. J. Teeple. Field 
fence and general wire products 
sales will be handled by S. B. 
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Cairns, and J. J. Flaherty will han- 
dle welding wire and specialty sales. 
\. T. Kyle, general manager of 
sales, will be located at the general 
sales office, 230 Park avenue, New 
York, in the New York Central 
building. 


Fisher and Apex Combine 

The Fisher Governor Company, 
Marshalltown, Iowa, has announced 
the purchase of the Apex Regulator 
Company, Decatur, Illinois. 

The Apex products are closely al- 
lied with those of the purchasing 
company, which manufactures a 
complete line of automatic pressure 
control specialties for steam, water, 
air, and the oil and gas industry. 
The Apex line consists of smaller 
valves for less diversified fields. 


Linde Issues New Booklet 
The Linde Air Products Com- 
pany, 30 East 42nd_ street, New 
York, has brought out a new il- 
lustrated booklet, “Oxwelding Alu- 


minum and Its Alloys,’ which de- 
scribes oxwelding processes as 


applied to aluminum in all its forms. 
[t includes instructions for oxweld- 
ing both cast and sheet aluminum, 
and the strong aluminum alloys 
which have lately become so im- 
portant in manufacturing processes. 


Tobey Heads Main Belting 

W. H. Tobey has been elected 
president of the Main Belting Com- 
pany, Philadelphia. He was former- 
ly vice-president and sales manager. 


Wiliam T. 


Plummer, who was 
president of the company for a 
number of years, retains his stock 


and will continue to serve 
as a director of the company. 


interest 


Revolvator Issues Series 
of Booklets 
The first of a series of booklets 
on “The Art of Piling” has been is- 
sued by the Revolvator Company, 
Jersey City, New Jersey. 
* 


* x 


Specialty Increases Manufac- 
turing Space 

The Specialty Manufacturing 

Company, Cleveland, has just com- 

pleted an addition to its plant which 

will approximately double the manu- 









FAIRBANKS VULCABESTON 
RENEWABLE 


DDAAAAAAAADAAAAAL 














These Fairbanks Globe and Angle 
Valves are guaranteed in the service 
for which we recommend them 
steam working pressures up to 150 
pounds. Their superior construction 
every part renewable—and low price 
make them the logical choice of your 
customers. Vulcabeston ring discs 
are made of a compound of asbestos 
fibre saturated with rubber and other 
materials . . . and vulcanized under hy- 
draulic pressure. It is the ideal mate- 
rial for valve discs and obtainable only 
in Fairbanks Valves with renewable 
discs. In addition to the Fairbanks 
complete line of valves for every pur- 
pose there are trucks and barrows to 
meet all requirements. You can in- 
crease your profits by pushing this 
profitable line with no extra effort on 
your part or that of your salesmen. . . 
We help you sell and we back you up 
with reliable products that build good 
will for you. 




























Write today for 
catalog, prices, dis- 
counts, ete. 












Here is 
Fairbanks Barrow 
that costs no more 
than others yet out- 
lasts them. (A645C 
Contractors) 


atypical 










Note the sturdy 
construction of this 
modern grocery 
truck. . . You can 
sell hundreds of 
them to factories, 
warehouses, etc., in 
your territory. 

(Q2183 Grocery) 












THE FRIRBANKS ©O- 


‘ € 






THE FAIRBANKS company 


BOSTON NEW YORK PITTSBURGH 


Factories: 
Binghamton, N. Y. 


Trucks & Barrows — Rome, Ga. 














Valves 
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Shafting 
Hangers 
Pulleys 
Flexible 
Couplings 
Friction 


Clutches 
Pillow 

Blocks 
Ball 

Bearings 


Pulleys grooved for 
“Vv” Belts and com- 
plete ‘‘V”’ Belt Drives. 





POWER TRANSMISSION ASSOCIATION 


















Every User of Belts is a 
Prospective Buyer of 


The U.G. Automatic 
Belt Contactor 


HE U. G. Automatic Belt 
Contactor has sales possibilities 
wherever belts are sold or used. 


Saves Belts—Floor Space—Power. 
In fact, savings are so evident and 
immediate that they generally pay 
for the cost of the Contactor. 


These are sales points that are 
making this automatic belt drive a 
brisk and profitable line for all 
Wood’s dealers. It will be for you, 
too, if you'll but look into its 
profit-making possibilities. Write 
today for detailed information. 


There’s a co-operative dealer serv- 
ice behind this Wood’s quality 
product that helps to move the 
goods. We'd like to tell you, 


without obligation on your part of 


the Wood’s Dealer Plan. May we? 


T.B.Wood’s Sons Co. 
Chambersburg, Pa. 


NEW ENGLAND BRANCH: SOUTHERN BRANCH: 


Cambridge, Mass. Greenville, S.C. 


Makers of power transmission machinery since 1857 
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THIS IS 

















Crescent Belt 
Fasteners are ap- 
plied quickly with- 
out special tools. 
They make belts 
live long. This is 
why belting manu- 
facturers recom- 
mend them. A free 
booklet tells the 
whole story. 








MESSAGES 


Always use a 


SQUARE 


when you cut 
Belting 





CRESCENT BELT FASTENER COMPANY 
247 Park Avenue, - NEW YORK, U.S.A. 











ADVERTISEMENT NO. 1 OF A SERIES OF FOUR | 
TELLING... | 











O RECEIVE service from belting far in excess of your expectations, 
the belts must run true. Thus the strain is uniformly distributed across 
the entire width and all of the belt contacts the pulley. 


It’s all in the joining. 


The first step is naturally to be sure to cut the belt ends square. USE A 
SQUARE ... always ... hold the square in place until the belt is cut 
all the way through. To gain the full advantage of the square ends they 
must be butted tightly together and joined with Crescent Belt Fasteners. 


Crescent Belt Fasteners are easy to apply. They last longer than any other 
type of Fastener, for no metal touches the pulley. They make possible 
the joining of belting that works better . . . that lives longer. 


Distributors throughout the world. 





RNS, ia : 
> BS He 
i Sp GS ES 2. B Sar 
: ee Se Bin Ss — E 
pi ad bie ; _ 
ry ae © Ge © Wew With Crescent Fasten- 
2 ie 5; ers it’s only half the 
Make Good Belts Give Better Service. work to shorten a belt. 
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Steam Boiler Plants everywhere | 


are potential customers for 





AUTOMATIC 
INJECTORS 


Backed by the very highest 
reputation for performance, 
safety and quality they are 
easy and profitable for you 
and your salesmen to sell. 


Write today for complete 
information and distributor 
plan. 


AMERICAN 


INJECTOR 


COMPANY 
Detroit; + Michigan 


YN 


Cushman Nose Type 
COLLET CHUCK 








‘THIs chuck takes collets from 1%” to 

134” inclusive, and any bar that will 
pass through the spindle can be 
held. It is mounted on spindle nose by 
bolting to a plate the same way that a 
lathe chuck would be. 


Send for Details and Prices 


Cushman Chuck Co WZ 
—— CONN. 


facturing space available for pro- 
ducing the company’s industrial and 
other brushes. 


C. E. Griffith Resigns 
Charles E. Griffith has resigned 
as treasurer and director of the II- 
linois Iron and Bolt Company, Car- 
pentersville, Illinois. Mr. Griffith 
was with the company for 


After serving as a bookkeeper for 
a quarter of a century, he was 
elected secretary in 1888. He 


acted as purchasing agent at various 
times and 
many 


had been a director for 
years. 


* * * 
Issues 4-Page Circular 

The Standard Pressed Steel Com- 
pany, Jenkintown, Pennsylvania, has 
recently brought out a new 
page circular under the caption, 
“Ramifications ‘Hallowell’ 
Shop Equipment.” The 
contains illustrations of 
types of equipment, 
scriptions. There are also 
trations of equipment in use. 


of 


Union Chain Appointments 
The 


turing 


Union Chain and Manufac- 
Company, Sandusky, Ohio, 
announces the opening of two sales 
offices. The St. Louis branch at 
Third and Plum Streets will be in 
charge of Hugh Scott, experienced 
power-transmission man, and_ the 
Indianapolis office at 1535 Naomi 
Street will be in charge of A. R. 
Young, formerly of the company’s 


home office. Mr. Young is a power 
transmission engineer 
* * x 


Allen Air Distributes 
New Bulletin 
The Allen Air Appliance Com- 
pany, Incorporated, New York City, 
is distributing bulletin 
ing illustrations, 


A-50 contain- 
descriptions 
specifications on its line of compres- 
sors, blowers and cleaner equipment. 
«ok xk 
Chicago Steel to Build 


The Chicago Steel and Wire 


pany and its associate, the Fusion 
Welding Corporation, both located 


at 103rd Street and Torrence Ave- 
nue, Chicago, announce plans for the 
construction of new 


adding approximately 


general offices, 
8,000 square 


feet to the space now occupied. 
The Fusion Welding Corporation 


four- | 


Steel | 
circular | 
various | 
with brief de- | 
illus- | 


and | 


Com- | 


D6 years. | 


had | 








No One Can Undersell 
Distributors of 


Monarch Ball Metal 


“Steel Process Babbitt” 


because they are “Monarchs” over 


their own domain. This is but one 
of many reasons why the majority 
of our Distributors have continued 


with us 25 years and longer. 


Why not write us now? Your ter- 


ritory may be open. 


MONARCH METAL COMPANY 


Established 1895 
119 South Lincoln Street, Chicago 


Manufacturers of MONARCH BALL the 
“Steel Process Babbitt,”” and QUAKER 
METAL, the “Ladle Bronze” 


SEE 














Subscribers 


You can’t afford 
to miss a single 
issue. 


Give us your 
new address if 
you have 
moved. 


+ 
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has appointed F. O. Weber, 229 
Boulevard Des Allies, Pittsburgh, 
Pennsylvania, as its sales manager 
for the Pittsburgh territory. 


7K * 7 


Fafnir Takes Over Railway 
Motors 

The Fafnir Bearing Company, 
New Britain, Connecticut, manufac- 
turers of ball bearings, announces 
that it has purchased the Railway 
Motors Corporation, De Pere, Wis- 
consin. The amalgamation makes 
possible, it is stated, the extension of 
the benefits of anti-friction bearings 
to railroad coaches, Pullmans and 
freight cars. 


Truscon Steel Appoints 
Purchasing Agent 
Garret A. Connors has been ap- 
pointed by the Truscon Steel Com- 
pany, Youngstown, Ohio, to take 
charge of the buying for the com- 
pany’s five plants. 


Statement of the Ownership, Management, 
Cireulation, Ete., Required by the Act of 
Congress of August 24, 1912, 


of Mill Supplies, published monthly at Chicago, 
for October 929. 


State of Illinois, County of Cook, ss. 


_ 


ms. 


Before me, a notary public in and for the State and 
county aforesaid, personally appeared Archibald M. 
Morris, who, having been duly sworn according to law, 
deposes and says that he is the business manager of 
Mill Supplies. and that the following is, to the best 
of his knowledge and belief, a true statement of the 
ownership, management (and if a daily paper, the 
circulation), ete., of the aforesaid publication for 
the date shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on the reverse 
of this form, to wit: 

1, That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 
Publisher, Electrical Trade Publishing Co., 520 
Michigan Ave., Chicago, Ill.; editor, Albert E. 
520 N. Michigan Ave., Chicag 
Albert E. Paxton, 520 N. Micl 
business manager, Archibald M. 
igan Ave., Chicago, Il. 


2. That the owner is: (if owned by a corporation, 


its mame and address must be stated and also im- 
mediately thereunder the names and addresses of 
stockholders owning or holding one per cent or more 
of total amount of stock. If not owned by a corpora- 
tion, the names and addresses of the individual owners 
must be given. If owned by a firm, company, or other 
unincorporated concern, its name and address, as well 
as those of each individual member must be given.) 
Howard Ehrlich, 520 N. Michigan Ave., Chicago, UlL.; 
Edgar Kobak, Jackson Heights, N. Y. 





Paxton, 
Ill.; managing editor, 
san Ave., Chicago, Ill; 
Morris, 520 N. Mich- 






3. That the known bondholders, mortgagees and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or 
other securities are: (If there are none, so state.) 

4. That the two paragraphs next above, giving the 
hames of the owners, stockholders, and security hold- 
ers, if any, contain not only the list of stockholders 
and security holders as they appear upon the books 
of the company but also, in cases where the stockholder 
or security holder appears upon the books of the com- 
pany as trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such 
trustee is acting, is given; also that the said two 
paragraphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and 
conditions under which stockholders and security 
holders who do not appear upon the books of the 
company as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner; and 
this affiant has no reason to believe that any other 
person, association, or corporation has any interest 
direct or indirect in the said stock, bonds, or other 
Securities than as so stated by him. 

5. That the average number of copies of each issue 
of this publication sold or distributed. through the 
mails or otherwise, to paid subscribers during the six 
months preceding the date shown above is (This in 
formation is required from daily publications only.) 


Archibald M. Morris, 


Sworn to and subscribed before me this 27th day of 
September, 1929 
(Seal) Elsie E. Stover. 


(My commission expires December 10, 1929.) 

















Greater STRENGTH 


at no greater cost! 
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STEEL instead You'd accept more for your 


. money any day, wouldn't 
of cast iron you? Added service without 
eliminates added cost? So would your 
BREAKAGE customers. Simplex Steel 

Slide Vises sell well the first 
time and repeat automatically because they actually 
represent a bigger value. Steel replaces cast iron at 
the point where most breakage occurs. Greater 
gripping power! Longer life! Added strength that 
makes new uses possible. 





Write for full details of our 
| exclusive jobbing franchise. 


| SIMPLEX TOOL COMPANY 
| WOONSOCKET, R. I. 





SIMPLEX 


STEEL SLIDE 












MILL SUPPLIES 








BUSINESS 


BIRMINGHAM, ALA.—T he 
American Cast Iron Pipe Co., 2930 
N. 16th St., which operates a 
foundry and machine shop plant, 
recently obtained a permit for the 
construction of a $50,000 addition to 
the plant. 

x * x 

BRIDGEPORT, CONN.—Plans 
for a one- and two-story addition, 
200x250 ft., are being made by Si- 
korsky Aircraft Co., Lordship. The 
addition with equipment will cost 
over $90,000. Fletcher-Thompson, 
Inc., 542 Fairfield Ave., is architect 
and engineer. 

Kk * 

BUFFALO, N. Y.—The Fire- 
stone Tire and Rubber Co., Akron, 
Ohio, has taken out a permit to 
erect a multi-story factory branch, 
storage and distributing plant at 
1477 Main Street. The branch will 
cost about $100,000 with equipment. 

* * x 

CHICAGO, ILL.—Binks Mfg. 
Co., 3114-26 Carroll Ave., manufac- 
turer of spraving equipment and de- 
vices, has purchased an adjoining 
factory now occupied by the Hafner 
Mfg. Co., manufacturer of mechani- 
cal toy railroads and similar prod- 
ucts, and will remodel it for expan- 
sion. The Hafner company will re- 


move to a new plant on Kolmer 


Ave. It is a one-story building 
100x300 ft., and will cost about 


$85,000 with equipment, for which 
super-structure will begin. 
Austin Co. is engineer and contrac- 
tor for the Hafner building. 


soon 


CLEVELAND, O.—The Truscon 
Steel Co., 6100 Hydraulic Ave., will 
build a one-story, 70x290 ft. factory 
at an estimated cost of $40,000. ; 

* 3K * 

COLUMBUS, O.—A general con- 
tract has been awarded to E. Elford 
and Sons, Inc., by the Exact Weight 
Seale Co., 265 West Spring St., for 
a one-story plant, totaling 35,000 
sq. ft. floor space, to cost $100,000 
with machinery. Carmichael and 
Milspaugh, 8 E. Long St., are the 
architects. 

x ok x 

EAST ST. LOUIS, ILL.—Evans- 
Wallower Zinc Co. has plans for a 
lead plant, adjacent to its new elec- 


‘dry on E. Lake 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








trolytic zinc plant to be operated as 
a part of the present plant and use 
virtually the same process of manu- 
facture. It will cost $1,000,000. 

* * * 

ERIE, PA.—The General Electric 
Co., River Rd., Schenectady, N. Y., 
was awarded a contract for the con- 
struction of a one-story alloy foun- 
Rd.. Erie. 

* 

GRAND RAPIDS, MICH.—The 
Hayes Body Corporation, Seventh 
St., N. W., has asked for bids on 
a general contract for a one-story 
metal press shop, 175x565 ft., which 
is to cost about $250,000 with equip- 
ment. Fett, Pearson and Goffeney, 
Associates Building, South Bend, are 
architects. 


* 


, * 

HOUSTON, TEX.—A _ contract 
has been let by the Hughes Tool 
Co., for the erection of a structural 
steel shop building. 

LOS ANGELES, CAL.—T h e 
new factory of the Axelson Aircraft 
Engine Co. started production in the 
middle of October. This plant con- 
tains more than 25,000 sq. ft. of 
floor space, has been designed for 
an initial production of three to 
four engines daily, and will employ 
200 workmen. 

_ oe 

NEW YORK, N. Y.—Packard 
Motor Car Co., Broadway and Six- 
ty-first St., New York, and 198 Cen- 
tral Ave., Newark, has under way 
super-structure for a_ three-story 
service, repair and sales building, 
183x200 ft., at 637-43 Central Ave. 
The building will cost more than 
$400,000 with equipment, and Albert 
Kahn, Inc., Marquette Building, De- 
troit, is architect and engineer. The 
company’s present plant will be re- 
moved to the new location. 

PHILADELPHIA, PA.—Part of 
the W. P. Paul Co. machine shop at 


TIPS 


1013 North Front St., which was 
recently damaged by fire, will be re- 
built. The company’s headquarters 
are in the Drexel Building; they are 
manufacturers of forgings, etc. 

* 


* * 


RICHMOND, VA.—The Chesa- 
peake and Ohio Railroad Co. has 
work under way on expansion at 
the local engine terminal and shops. 
The enlargements will include a new 
engine house, with machine, boiler- 
washing and other shop units. In- 
cluding a similar expansion at Ful- 
ton, which is now in progress, the 
project will cost about $800,000. 

* * x 

SAN ANTONIO, TEX.—Two 
new machine shops will be built by 
the Texas Machine and Foundry 
Co., 636 Rigsby St., to be operated 
in conjunction with the company’s 


plant at San Antonio. Contracts 
have been awarded. 
* ok x 
SOUTH BEND, IND—H. G. 


Christman and Co., 306 S. Notre 
Dame Ave., has been awarded gen- 
eral contract by the Bendix Avia- 
tion Corp., for the construction of 
a one-story addition, 360x1000 ft., 
which will cost about $450,000. 

WAUKEGAN, ILL.—A one- 
story unit, 80x800 ft., will be erect- 
ed by the American Steel and Wire 
Co., 208 South La Salle St., Chi- 
cago, at its Waukegan plant. The 
plant will be primarily for wire 
drawing, increasing that division by 
about 25%. It is estimated that the 
building will cost $800,000. 

* * * 

WORCESTER, MASS.—N ew 
England Power Association has ar- 
ranged an expansion program which 
is to cost about $60,000,000 and will 
extend over a 36 months’ period. It 
will include the construction of hy- 
droelectric generating plant at Fif- 
teen-Mile Falls, N. H., now in prog- 
ress, representing an investment of 
$40,000,000, including steel tower 
transmission lines; the expenditure 
of $15,000,000 for increased power 
and transmission facilities in Mass., 
and $5,000,000 for similar work in 
Rhode Island for its subsidiary, 
Narragansett Electric Co., Provi- 
dence, Rhode Island. 





Twelve Standardized Models 
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‘+ Twelve Opportunities 
to Dominate Your Hand Truck Market 


Because Pressed Steel Hand Tracks 
give such superior, economical service . . every 


you sell becomes a salesman for 
more 


Because of the Petist Washam Ctset 
. - the only track of its kind in the world . . it 
cannot be confused with any other make of 
truck. users come back to author- 
ized dealers. nation- 
wide advertising becomes a direct stimulant to 


your hand track sales. 


Because are standardized in 
twelve stock models serving practically every 
hand track need . . it involves little in money 
and floor space to carry the complete 


line. 
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PATENTS PENDING 
REG. U. S. PATENT OFFICE 





THE ICAN PULLEY CO., 4200 Wissahickon Ave., Philadelphia 


Pressed Steel: Pulleys, Hangers, Hand Trucks, Miscellaneous Stampings 





We welcome the care- 
ful buyer who likes to 
buy on comparison. 
Send for a sample 
Ferry Process Product. 
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0] American Industry 


Ferry Process Screws are 

accepted by manufacturers 

everywhere as up to the most 

rigid standard because Ferry goes 

just a little farther than necessary 
to safeguard quality. 


Materials are selected with utmost care 
and tested in Ferry’s own laboratory. They 
must conform to our standards. 


Processes are of our own development, de- 
signed to manufacture superior products with- 
out a cost penalty. 

i—y penarty 
' Inspection actually “goes the limit”. You can rely on 
Ferry products — for their precision and uniformity. 


Send us your inquiries for Cap Screws, Set Screws, 
Acorn Nuts and special screw machine parts. 


THE FERRY CAP AND SET SCREW CO. 
Cleveland, Ohio 
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